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100 Days 
100 Sales 


Early this spring Charles W. Swartwood of eastern Pennsylvania developed 
an irresistible desire to sell the unique and exclusive Franklin contracts and 
to share in the large earnings of Franklin field men. He had a background of 
twelve years as representative and Assistant Manager with one of the giant 
eastern companies. 


His Franklin success was instantaneous. In mid-April he decided to 
qualify for our exclusive Sixty Club (sixty sales in 60 calendar days). By 
June 18 he had qualified. 


But Swartwood found the sale of Franklin contracts amazingly easy, 
and he liked the pace. So he set himself a higher goal—100 sales in 100 days! 


He started on April 23. 


On July 30, exactly 99 days later, he had completed an amazing total 
of 106 sales. Every sale (with six exceptions) was on one of Franklin’s 
exclusive contracts—President’s Protective Investment Plan, Junior Insured 
Savings Plan, Guaranteed Life Annuity. His production for the month of 
July alone totaled 36 sales for $159,000. 

“I’m happier and more prosperous than I ever dreamed of being,” says 
Charles Swartwood. It is hardly necessary to add that we are very proud 
of him. 








Lhe Friendly 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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Blood-<tewmuete of tedlth/ 








Q. How do blood tests 


A. 


Q. What does a blood count § 


A. 


Q. What will chemical analysis 


A. 


WHAT SHOULD YOU KNOW ABOUT THE BLOOD? 


The blood serves as a transportation system within 
the body, bringing oxygen, food, and other materials 
to the body cells and carrying away waste products. 
The white blood cells and substances called antibodies 
help to keep the body healthy by fighting infection. 
When certain antibodies are found in blood serum, 
they help in diagnosing a number of diseases. 


During World War II, modern science proved dra- 
matically that thousands of lives can be saved by im- 
proved methods in blood transfusion. Research has 
also discovered ways to extract many valuable medical 
agents from the blood. Among the most important are: 
Gamma globulin which provides immunization against 

measles; fibrinogen and thrombin which are used to 


These tests help to reveal the condition of your blood 
so that your physician can detect “hidden” diseases 
that are often difficult to diagnose in their early 
stages. Many doctors use blood tests as a regular part 


Checking the number, size, shape, and condition of 
your blood cells is called a blood count. The number of 
red cells and the amount of hemoglobin in them is one 
of the indices which help reveal your general physical 


Your blood is composed chiefly of water, salt, sugar, 
fat, and proteins. Chemical analysis of the blood is 
used to determine whether or not these and other 
components are present in normal amounts. This is 
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treatment. 


control bleeding and to make surgical “‘sponges’’ which 
may safely be left in a wound while it heals; and albu- 
min which has proved effective in treating certain 
diseases of the kidneys and liver. 


Study of the blood as a means of aiding health is 
relatively new, but today, by co-operating with your 
physician, you can benefit from many advances that 
already have been made. There is real hope that future 
developments in this field will provide other important 
new weapons for man’s war against disease. 


The American Red Cross has prepared a helpful 
booklet on the blood and its relationship to good 
health, entitled ‘“The Story of Blood.” Through the 
courtesy of the Red Cross, the Metropolitan is able 
to send you a free copy on request. 


TO VETERANS —IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE — KEEP IT! 





of periodic physical examinations. So if your doctor 
suggests a blood test, don’t worry. He is using, for 
your benefit, one of the valuable procedures of medi- 
cal science, 


tell your doctor? 


condition. A count of white cells may be of value in 
diagnosing certain diseases. It is sometimes combined 
with the sedimentation test, which establishes the 
time taken by blood cells to settle. 


important in aiding the diagnosis of certain diseases. 
For example, excessive sugar, salts or waste products 
in the blood indicate conditions requiring medical 
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list More N.A.LU. 
Speakers, M.D.R.T. 
Hour Participants 


Palmer Hoyt, Robert 

Dechert Are Added; Local 

Committees Given 

Palmer Hoyt, editor of the Denver 
“Post,” will be the main session speak- 


er on the American College hour at the 
second and final main session of the 





Robert Dechert Quan Lun Ching 


National Assn. of Life Underwriters 
convention in St. Louis. He will talk 
on “America’s Stake in the World.” 
Julian S. Myrick, 2nd vice-president Mu- 
tual Life and chairman of the Ameri- 
can College, will preside. 

Mr. Hoyt, a veteran newspaper man, 
has a reputation for being a keen an- 
alyst of public sentiment and his edi- 
torials are credited with much of the 
“Post’s” widespread circulation. He is 
a forceful speaker. 

Robert Dechert, counsel of Penn Mu- 
tual and of the American College, will 
be the featured speaker and deliver 
the conferment address at the Ameri- 
can College and American Society of 
C.L.U. dinner and conferment exer- 
cises Thursday evening, Sept. 16. He 
will speak on “C.L.U. Recognition—Re- 
sponsibility and Challenge.” 


Speakers on the Million Dollar Round 
Table hour, to be held during the final 
general session, will be Quan Lun 
Ching, Prudential, Honolulu; Sadler 
Hayes, Penn Mutual, New York City; 





Sadler Hayes F. L. McFarlane 


and Frank L. McFarlane, Northwestern 
utual, Cleveland. Paul H. Dunnavan, 
lada Life, Minneapolis, M.D.R.T. 
chairman, will preside. 
Mr. Ching became a part-time agent 
of Prudential in 1930, while teaching 
school, shortly after graduating from 
hiversity of Hawaii. In 1947 he ranked 
among Prudential producers. He is 
aC.L.U. and a life member of the 
(CONTINUED ON PAGE 20) 


Says Treasury 
Move Shows Trend 


for All Borrowings 


NEW YORK-—In response to The 
National Underwriter’s request for his 
opinion as to the effect of the announce- 
ment of the Secretary of the Treasury 
that short-term government securities 
would bear an increased: interest rate 
President Thomas I. Parkinson of 
Equitable Society said that the increase 
in the short-term rate would have no 
immediate effect on the interest rate 
for longer term bonds but that it was 
undoubtedly a further step in the direc- 
tion of increased interest rates on all 
borrowings. 

Mr. Parkinson further stated that he 
did not expect any real check on the 
inflationary trend to result from this 
incréase in the short-term rates and 
that nothing done or proposed at the 
recent special session of Congress would 
have any real effect on the current 
inflationary trend. He said the remark- 
able thing about the announcement is 
that the Treasury, the chief borrower in 
the country, announces the interest rate 
instead of having it determined by those 
who do the lending and that it further 
emphasizes the need to take the control 
of monetary matters out of the Treasury 
and put it where it belongs in the board 
of governors of the federal reserve 
system freed of Treasury domination. 

“When our monetary problems are 
determined by such an agency, the 
Treasury will have to pay substantially 
more for its borrowings, both short 
and long term, and until our monetary 
matters are put back in the hands of a 
‘supreme court of finance,’ we are just 
tampering with a delicate instrument 
which may blow up in our faces,” Mr. 
Parkinson declared. 


Seen as Last-Resort Measure 


Some life company investment offi- 
cials do not believe that any action will 
be taken on raising interest rates on 
long term governments unless inflation 
becomes so demonstrably drastic that 
the move has to be taken as one of 
several last resort measures. Under the 
circumstances, they feel that conditions 
favor maintenance of the present 242% 
rate almost indefinitely. The question as 
to whether the government will raise 
the interest rates is generally considered 
to be speculative at this point, with few 
life company officials caring to venture 
any predictions, since the problem of 
inflation is a major political issue. 


U. S. Chamber Group to Meet 


WASHINGTON—There will be a 
meeting of the U. S. Chamber of Com- 
merce insurance committee at the Wal- 
dorf-Astoria Hotel, New York, Sept. 9. 

The social security committee will 
meet here Sept. 13. The principal mat- 
ters it will consider are preparation of a 
report explaining, justifying and sup- 
porting the chamber’s policy declara- 
tions of last May concerning social se- 
curity and welfare matters, and the 
study being made by the Brookings In- 
stitution for the Hoover commission on 
government reorganization. 








Commissioner Duel of 
Wisconsin Dies 


Quarto Joins 


L.U.T.C. Staff 


Pasquale A. Quarto has been added to 
the staff of the Life Underwriter Train- 
ing Council, His 
duties will include 
editorial and re- 
search work and 
the development of 
case studies. He 
joined the Harry 
Gardiner agency of 
John Hancock. in 
New York City in 
1936, and has been 
both a_ supervisor 
and a leading pro- 
ducer of that agen- 
c 





y. 

Active in life in- 
surance affairs, Mr. 
Quarto was editor of the “Bulletin” of 
the New York City association in 1945, 
served as a director, and was vice- 
chairman of the national association 
committee on compensation. He has 
served as secretary and publicity vice- 
president for the New York City C.L.U. 
He is a graduate of the College of the 
City of New York. He is on leave of 
absence from John Hancock. 


To Increase Number of 
Company Examinations 


MADISON, WIS.—A ‘subcommittee 
of the legislative council will recommend 
legislation to examine insurance com- 
panies more regularly. According to 
the subcommittee, only 18 insurance 
companies were examined in 1946, and 
36 in 1947. At present 767 companies 
operate in Wisconsin. During the cur- 
rent year at least 50 companies are to 
be examined, and 75 in 1949. Department 
officials however, are not alarmed over 
the situation. Only about 335 companies 
are domestic firms, and reports on for- 
eign companies are received from other 
states. 

Members of this special committee 
on state budget, in the report on the in- 
surance phase, suggest that the insur- 
ance company being examined should 
bear the full cost. The change suggested 
would put the entire cost, including sal- 
ary expense, on the company, making 
the examination self supporting. A fair 
system of fees and charges would be 
proposed, such as other state regulatory 
commissions have set up, instead of a 
different rate for foreign and domestic, 
stock and non-stock companies. Mutual 
companies, including many of the 192 
town mutual fire never examined, are 
expected to protest this suggested new 
policy of examinations. 


P. A. Quarto 








Sedgwick State Mutual's 
Investment Vice-President 


John P. Sedgwick has been elected 
financial vice-president of State Mutual 
Life, effective Dec. 1. He was manager 
of the statistical department of Old Col- 
ony Trust Co. of Boston 1925-29 and 
since then has been with Loomis, Sayles 
& Co. as vice-president, director and 
member of the executive committee. 
Since last November he has been acting 
as investment consultant for State Mu- 
tual on a part-time basis. 


Denver C.L.U. Elects 


Denver C.L.U. has named the fol- 
lowing new officers: John V. Hovey, 
Connecticut Mutual, Denver, president; 
G. Wayne Ballah, Northwestern Mu- 





tual, ms, Col., vice-president; 
John M. Long, Occidental, Denver, 
secretary-treasurer. as oto 


Outline Program 
for Hemisphere 
Parley in Mexico 


Free Enterprise Idea Ac- 
cented at Gathering 
Scheduled for Oct. 25-30 


WASHINGTON— A broad program 
for the advancement of insurance under- 
writing practices in a free enterprise 
economy in the Western Hemisphere 
will feature the second Hemispheric In- 
surance Conference at Hotel del Prado, 
at Mexico City, Oct. 25-30, under spon- 
sorship of the U. S. Chamber of Com- 
merce. 

In addition to five scheduled addresses, 
the conference will devote two half-day 
sessions to four informal discussion 
groups dealing with the problems of 
property, personal, liability and surety 
insurance problems, respectively. 


On the agenda for consideration are 
22 resolutions drafted by the permanent 
committee of the conference which con- 
sists of one representative from each 
country and which met at Rio de Ja- 
neiro in August, 1947. These resolutions 
are aimed at the improvement of the 
insurance business in the hemisphere 
and also at closer cooperation among 
the insurance companies of the various 
countries. The proposals range from 
the exchange of students among the 
countries for special insurance training 
to an increased interchange of reinsur- 
ance, 


New Resolutions In Making 


Delegates from several countries have 
announced that they will present addi- 
tional resolutions also directed at closer 
hemispheric insurance relationships, At- 
tendance is expected from every one 
of the 19 countries in the hemisphere 
which has any domestic insurance com- 
panies. John A. Diemand, president of 
North America, heads the U. S, delega- 
tion. 


Travel arrangements are being han- 
died by Travel Agency, Washington, 
which has also arranged a sightseeing 
tour outside of Mexico City during the 
week of Oct. 31-Nov. 6. 


Day By Day Activities 


On Monday morning, Oct. 26, there 
will be a meeting of official delegates 
followed by the opening session of the 
conference with addresses by secretary 
of foreign relations and by secretary 
of finance, a welcome by the president 
of Mexican Assn. of Insurance Com- 
panies and response. There will be a 
conference luncheon, 

Tuesday morning at the general ses- 
sion there will be a presentation, dis- 
cussion and voting on recommendations 
submitted by the permanent committee. 
That afternoon group meetings will be 


held, one on property insurance, one 


on personal insurance, including life, 
annuities and pensions and A, & H.; 
the third on liability and a fourth on 
fidelity. and surety. 

At the general session Wednesday 
morning there will be addresses “Free 
Enterprise — the Strength of our 
nomic and Social World,” “Insurance— 
the’ Foundation of Trade and. Com- 

_, (CONTINUED ON PAGE 20)" 
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Prudential Asks 
for Bargaining 
Clarification 


The national policy conference of the 
insurance division, United Office & Pro- 
fessional Workers of America, C.I.O., at 
a meeting in Pittsburgh Aug. 15 issued 
a demand that Prudential enter negotia- 
tions immediately for increased pay and 
renewal of contract covering 14,000 
agents in 31 states. 

Previously Prudential had asked the 
National Labor Relations Board in New 
York City to determine bargaining rep- 
resentation because four unions claim 
bargaining rights. The U.O.P.W.A. con- 
ference reaffirmed demands for increased 
pay and security submitted by the union 
to the company, including a $15 weekly 
increase in pay, a $65 weekly minimum, 
and improved pension plan and im- 
proved job security. 

In its release, the union charges Pru- 
dential with using the “pretext of the 
claims of several unions who have at- 
tempted raids on U.O.P.W.A., to try 
to evade its bargaining obligations at 
the expiration of the current contract 
Oct. 1.” The union claims a majority on 
the basis of assigned dues check-off au- 
thorization cards. In addition to call- 
ing for immediate bargaining sessions 
with the company, it asked C.I.O. Presi- 
dent Philip Murray to halt attempted 
raiding by the United Paperworkers 
C.1.0., and outlined a program to win 
the support of policyholders and the 
public in each community, including 
national advertising and radio publicity. 

Prudential filed its petition with the 
NLRB after each of the four rival 
unions had claimed authority to repre- 
sent all or part of the agents now cover- 
ed by the contract with the U.O.P.W.A. 
The right of that group to repre- 
sent the agents has been challenged in 
separate proceedings before the NLRB 
by the National Federation of Insurance 
Agents, A.F.L., International Union of 
Life Insurance Agents, independent, and 
the United Paperworkers of America. 

The federation now represents agents 
in Delaware, Maryland, Virginia, Dis- 
trict of Columbia, and in Toledo and 
Bryan, O. The international is the bar- 
gaining agent for agents in Wisconsin, 
Minnesota and Ohio, except Toledo and 
Bryan. United Paperworkers is not 
certified as a bargaining agent for any 
agents but seeks to take over the agents 
represented by U.O.P.W.A. 


Issues D.I. Ages 0-55 


Beginning Sept. 1, National Fidelity 
is extending its age limits for issuance 
of double indemnity to include ages 
0 to 55. The first year benefit on issues 
at age 0 is $250 per $1,000, with full 
benefit thereafter. Issues at age 1 will 
be full benefit from date of issue. 





Popularity of Sales Aids 
Reflects Tighter Market 


Several company sales promo- 
tion executives have commented 
recently that they know agents are 
meeting increased buyer resist- 
ance, because the producers are 
making greater use of company 
sales aids and placing a greater 
emphasis on leads referred 
through them than they were a 
few months ago. Up until recent- 


agents who were 
so easy to get that they had no 
time or need for the material. 


P: 

days o would 

come when their efforts would be 

received tefully by the produc- 

ws, ideas are now aor g 
t. 





Mass. Mutual Appoints 
F. J. Carr, Jr., as Attorney 


Frederick J. Carr, Jr., of the Boston 
law firm of Ropes, Gray, Best, Coolidge 
& Rugg, has : 
joined the law de- 
partment of Mas- 
sachusetts Mutual 
Life as an attor- 
ney. His previous 
practice has been 
almost entirely con- 
fined to corporate 
and_ investment 
law. 

Mr. Carr received 
his A.B. degree 
from Harvard in 
1934 and worked 
for ‘three years be- 
fore entering Bos- 
ton University law school where he re- 
ceived his LL.B., cum laude, in 1940. 
After practicing in Boston for two years, 
he went with the firm he is now leaving. 


Great-West Life Issues 
Report Covering Half Year 


Great-West Life is this year intro- 
ducing a mid-year year report to the 
field organization. It reviews new busi- 
ness, which was more in the first half 
of 1948 than in all of 1943; business in 
force, which is $1,279,880,000; assets, 
which at June 30 exceeded $314,400,000; 
and general economic conditions, which 
it views, on the whole, as favorable. 


Sun Promotes J. W. Kerl 


J. W. Kerl has been appointed dis- 
trict group representative for the Sun 
Life of Canada at Philadelphia. He has 
been associated with Sun Life since 
1943, when he joined the Philadelphia 
office as a group representative. During 
1947 established a record as one of Sun 
Life’s leading group producers. He was 
in the army a year. 


_ 





F. J. Carr, Jr. 





for a job. 
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Commenlary 
JOB HUNTERS 


Yes, you are a life underwriter, yet you are continually 
seeking a job—the job of planning and servicing some- 
one’s Life Insurance program. The approach that you 


make to each new prospect is, in effect, an application 


Your future employer, to whom you owe your per- 
sonal services, may be your present prospect. Groom 
yourself mentally and pysically in the typical manner 
of Commonwealth men and convince “the boss” that 


you are the man for the job. 


Yes, you are-applying for one of the most important 
jobs man has to offer. Will you get the job? 


Insurance in Force—June 30, 1948—$367,237,298. 
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NSLI Needs $200 Million 
More Than Jan. Estimate 


WASHINGTON — Reviewing. the 
budget for fiscal year 1949, President 
Truman said that additional transfers 
to the National Service life insurance 
trust fund required by a revaluation of 
the government’s liabilities for war risk 
cases probably will require $200 million 
more than was estimated in January. 

The President estimates social wel- 
fare, health and security expenditures 
this fiscal year at $2 billion, approxi- 
mately the same as in the January 
budget. White House figures indicate 
that of the “budget dollar,” five cents is 
expended for social welfare, health and 
security. 

Valuation Adjusted Periodically 


A veterans administration spokesman 
says of the President’s “revaluation” 
of government war risk liabilities under 
NSLI that that risk is adjusted from 
time to time on the basis of experience 
with war service extra hazard claims 
for waiver of premium on account of 
total disability and with death benefit 
payments. It is up to Congress to pro- 
vide money for the NSLI trust fund to 
take care of war risk liabilities. How- 
ever, sometimes Congress cuts appro- 
priations, temporarily, for various rea- 
sons. 

The spokesman said auditing NSLI 
accounts to decide upon dividends in- 
volves checking not only 20 million 
policies or certificates, but also checking 
on several records and other documents 
related to each of these accounts. Esti- 
mated total is 100 million documents to 
be checked, besides references in many 
ee cases to the armed services’ 

es. 

Despite size of this task, the spokes- 
man said distribution of NSLI dividends 
will probably begin in about a year out 
of the NSLI surplus fund, which is un- 
officially estimated at from $1.5 billion 
to $2 billion. 
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Main Changes in 
New La. Code Are 
Outlined by Purvis 


G. F, Purvis, Jr., deputy commissione, | 
of Louisiana, in addressing the conyep. | 


tion of Federation of Insurance Counge 
at Mackinac Island, gave particulars op 
some of the salient points of the newly 
enacted Louisiana insurance code. 

In life insurance, he said, the major 
changes are those requiring minimym 
standard provisions and those defining 
group life. Previously, the only require. 
ment for any policy provision was that 
non-forfeiture benefits had to be given 
after premiums had been paid for three 
full years. 


Loan Values Compulsory 


Previously companies were not te 
quired to grant loan values but where 
they did so voluntarily, they were pro- 
hibited from charging compound inter. 
est. Now loan values are compulsory 
and the companies may charge com. 
pound interest. Heretofore there was 
no group regulation, but now the mod- 
ern definition has been adopted plus pro- 
visions permitting group coverage for 
members of the National Guard, associa- 
tions formed in good faith for purposes 
other than that of procuring insurance, 
and associations of public employes 
formed for purposes other than obtain- 
ing insurance. 

The code allows companies to use the 
1898 valuation basis including American 
experience table of mortality with inter- 
est at 4%, or the Guertin standards may 
be used or policies may be issued under 
both plans. This merely codifies the 
law that has existed since 1946. 


An attempt was made to dispose of || 


the confusion that has existed in Louisi- 
ana on the status of annuity payments 
following the death of the annuitant. It 
is provided that payment under an an- 
nuity in accordance with the terms of 
the contract shall fully discharge the in- 
surer of all claims unless before pay- 
ment is made the insurer has been noti- 
fied that some other person claims to be 
entitled to the payment or to some in- 
terest in the contract. And it is provided 
that the lawful beneficiary as assignee or 
payee, shall be entitled to the proceeds 


against its creditors and heirs and lega- | 


tees “saving the rights of forced heirs.” 
A. & H. Regulations 


Previously there was virtually no reg- 
ulation of accident and health insurance. 
Now policies and forms must be ap- 
proved and minimum provisions are ¢s- 
tablished, which correspond largely to 
the last recommendations of the insur- 
ance commissioners. 

Capital requirements for so-called 
industrial life companies and “service” 
companies were raised, and other safe- 
guards introduced. 

The code prohibits formation of new 
assessment or cooperative life compa- 
nies which had the privilege of writing 
insurance up to $5,000. The old com- 
panies are permitted to continue in op- 
eration, however. 


Fraternal Provisions 


The uniform fraternal act was if- 
cluded in the code with an exception 
specifically permitting officers to . 
elected by the supreme or governing 
body, or by the board of directors. Also 
there is an amendment providing that 
any member expelled or suspended shall 
have the privilege of maintaining his it- 
surance in force. This was designed to 
take care of the situation where a mem- 
ber of a brotherhood of railway em- 
ployes or other such might be expelled 
as a member for failure to strike, or fof 
some similar reason 

There is for the first time, a statutory 
definition of insurance interests both in 
personal insurance and in property an 
liability insurance. The confused law 
with respect to the rights of beneficiat- 
ies, assignees and others has been clari- 
fied. Statutory procedure has been ¢s- 

(CONTINUED ON PAGE 20) 
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Ford, UAW Agree 
On Group A. & H. 
Plan for 116,000 


Ford Motor Co. and UAW-CIO have 
agreed on the provisions of a group A. 
& H. program for 116,000 hourly wage 
workers in 46 plants. There are no in- 
dications by whom the plan will be un- 
derwritten or whether it is to be con- 
tributory. The agreement comes out of 
meetings between company and union 
committees which were provided for in 
the recent Ford wage revisions. 

Basic provision is the accident and 
sickness benefit of $18 to $36 weekly, 
depending on the wage bracket, for 26 
weeks. Benefits commence on the first 
day of an accident or upon hospitaliza- 
tion for illness and on the eighth day 
for non-hospitalized illness. 

There is to be a death benefit of ap- 
proximately one year’s pay and acci- 
dental death or dismemberment of 
half a year’s pay. Employes covered will 
have an opportunity to subscribe to Blue 
Cross. 

The committees decided to make Blue 
Cross hospital-surgical protection avail- 
able to Ford employes and their families 
at every plant. About 300,000 will be 
eligible through this group, 200,000 in 
Michigan. 





Many Bankers, Ia., Agents 
Use Local Newspaper “Ads” 


Returns from Bankers Life of Iowa’s 
questionnaire to its field force show 
that a great many are doing newspaper 
advertising with varying degrees of 
success. Many are getting good results 
and feel that it does them a great serv- 
ice. The company’s mat service is be- 
ing used to advantage and the company 
plans to utilize some of the suggestions 
the agents gave for improving it. 

Only a few have tried radio advertis- 
ing but those who have tried it like it. 
Many believe it is too expensive for the 
time and effort required. Others are 
strong for it. 

Nine out of 10 like a blotter which in- 
cludes the agent’s picture as well as his 
imprint and a selling message similar 
to that in the newspaper advertising 
mats. The company is going ahead with 
the blotter project. 

About half of the returned question- 
naires answered the question on use of 
supplementary newspaper materials. 
Those who commented were almost 
unanimous in favor of copy and mat 
materials that can be used to make-up 
whatever size advertisement is wanted 
as a supplementary service to the regular 
advertising mats which the company 
will continue to produce. The company 
plans to get out this supplementary 
material. ‘ 


Leuzinger Agency in Lead 


The Columbus agency of Ohio State 
Life, R. G. Leuzinger general agent, led 
all agencies of the company in insur- 
ance written in July. Richard G. Good 
of that agency was first among indi- 
vidual producers. 


Heads Company Honor Men 


William L. Porte, who is attached to 
the Washington, D. C., agency of Mu- 
tual Life of New 
York, has been 
named president of 
the National Field 
Club, company 
honor group. 

Mr. Porte has 
qualified for mem- 
bership in both the 
National Field 
Club and the Top 
Club and has been 
consistently among 
the company’s top 
eaders in monthly 
Volume and appli- 
cations. ‘ 





W. L. Porte 


YUM 


T. A. Repp to Supervise 
Great-West Group Sales 


Thomas A. Repp 
has been appointed 
supervisor of group 
sales by Great-West 
Life. 

For the past year 
Mr. Repp has served 
in the home office 
as agency assistant 
in the agency de- 
partment. Before 
going to the home 
office he was a 
group representative 
in the Chicago 
branch. 





T. A. Repp 





Examiners Praise Globe Life 


Globe Life of Chicago has been favor- 
ably examined by the Illinois depart- 
ment as of Dec. 31, 1947. The assets at 
that time were $5,283,169, capital was 
$200,000 and net surplus $340,969. The 
examiners state that the cash position 
is well maintained and surplus funds 
are being currently invested in income 
producing securities. Claims are prompt- 
ly and equitably adjusted, the company 
is well managed and administrative costs 
are low. W. J. Alexander is the presi- 
dent. Insurance in force was $31,782,955, 
consisting of 59,834 policies. 

There were 20 debit collectors and 30 
licensed general agents in the company’s 
employ. 


Lead Union Mutual 


Michael Gagliardi, New York City, 
has been named president of the Distin- 
guished Service Club, leading produc- 
tion club of Union Mutual Life. Vice- 
presidential honors, which traditionally 
go to the leading case producer, were 
won by Camille L. Labbe, Van Buren, 
Me. Fifty-eight representatives, largest 
number ever, qualified for the honor 
club. The club year ended July 31. 





Hope Congress Will Clear 
Up Tax on Deferred Pay 


Deferred compensation contracts for 
executives and key men of corporations, 
funded through life insurance, have 
grown increasingly popular as a means 
of solving the retirement problem of 
such men. At the same time such con- 
tracts enable corporations to pay their 
top men more and thereby either hire 
them or retain them as other corpora- 
tions compete for their services. 

According to Marve D. Dundas of the 
McMillen agency of Northwestern ‘Mu- 
tual Life, New York City, a great many 
corporations are considering one or 
more contracts of this kind,.and there 
are hundreds of them now in force. 


Hesitate to Write Business 


Currently, however, agents are hesi- 
tating to write the business because ot 
uncertainty as to the attitude of tax au- 
thorities in the Treasury Department. 
What created the uncertainty was the 
introduction of a bill in the regular ses- 
sion of Congress which would have es- 
tablished specific tax rules for such con- 
tracts. Heretofore, out of trial and er- 
ror, an arrangement with the Treasury 
had evolved under which the amount in- 
volved in the deferred compensation con- 
tracts, if the amount was “reasonable” 
and the contract “forfeitable,” was not 
all taxed to the recipient in the year it 
began to pay off to the executive, usually 
at his retirement, but as it was paid, in 
installments. ; 

A number of contracts were written 
on this basis, and the Treasury Depart- 
ment consistently went along with the 
life people in permitting deferred taxa- 
tion on amounts paid to the receiving 
employe as he received them. The cor- 
poration would defer its own tax deduc- 
tion until it actually began to make the 
payments to the receiving employe. 








any difference between 


their property.” 





Home Insurance 


William F. Lee, a member of the Penn Mutual’s 


Joseph H. Reese Agency in Philadelphia, says: 


“T have written some good business on the lives of 
men who have not yet purchased their homes. Is there 
the 
husband dies leaving a mortgage, and a widow whose 
husband dies leaving no home whatsoever? 
case the survivor is going to have to find the money to 


o 
buy or rent a home in which to live. 


“Isn’t it a good idea, therefore, for us to sell mort- 
gage insurance or, if you will, home insurance even be- 
fore our prospective clients have purchased their prop- 
erty? One additional advantage lies in the fact that 
our prospects usually have the most money before they 


have actually committed themselves to the purchase of 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


need of a widow whose 


In either 

















Although the Knutson bill—H. R. 
6712, P. 104 (b)—did not become law, 
it did pass the House and its presenta- 
tion of several new restrictive qualifica- 
tions leave agents uncertain as to what 
the attitude of the Treasury Department 
may be. It is hoped that Congress will 
establish specific tax principles for such 
contracts, now that it has made one ef- 
fort to do so. Agents hope this will be 
done promptly so they can go ahead and 
write the business with confidence. 

The Knutson bill related to deferred 
compensation employment contracts for 
valuable corporate employes who can- 
not properly be compensated under the 
existing restrictions for qualifying in 
the ordinary pension or profit sharing 
retirement plan. The House ways and 
means committee approved the use of 
such employment contracts, in the 
Knutson bill, if they conformed to cer- 
tain standards. 


Restrictions Are Cited 


To certain features of that bill the 
life industry objected, Mr. Dundas 
pointed out. It would have provided 
that an employe under one of these con- 
tracts can be given fully vested benefits 
when he retires and yet be taxed only as 
amounts are received, but it placed rigid 
restrictions around the arrangement. 
These restrictions were: 

The contract must be bona fide. 

The principal purpose of the contract 
must not be the “prevention of the im- 
position of the surtax on such employe 
during any part of the period of such 
employment.” 

The employer must agree to pay a 
specified amount, “annually or at more 
frequent intervals,” from retirement to 
death. 

There could be no provision for sev- 
erance or death benefits. 

The employer could not use, “directly 
or indirectly,” any life insurance, endow- 
ment or annuity contracts for the pur- 
pose of providing for the contract pay- 
ments. 

The employe could not own, “directly 
or indirectly,” more than 10% of the 
“total combined voting power of all 
classes of stock of the employer corpora- 
tion or of a parent corporation.” 

If he were an officer, director or 
highly paid employe, the stockholders 
would have to approve or ratify the con- 
tract. 

_ The retirement date could not be be- 
fore age 65 except for total and perma- 
nent disability. 


Severance and Death Benefits 


Those in the business object to the 
elimination of provision for severance 
or death benefits. As Mr. Dundas ex- 
plains, most contracts in force provide 
for severance or death benefits or both, 
and the business fails to see why the 
government should have any possible 
objections to this. An employe ordinar- 
ily enters into such an employment con- 
tract in lieu of additional immediate 
compensation and if such additional 
compensation is to be sacrificed if he 
dies or severs his connections, the con- 
tract immediately loses its appeal. 

Agents object to the prohibition on 
the use of insurance to fund such con- 
tracts. Ordinarily a corporation wishes 
to fund the future financial obligations 
under such a contract during the years 
that the employe is at work. Conse- 
quently, most such contracts are funded 
through the corporation purchasing and 
owning life insurance or annuity con- 
tracts on the employe to guarantee the 
future payments. This is, Mr. Dundas 
stated, the “simplest, surest and most 
economical method of providing the nec- 
essary funds to make the contract pay- 
ments at a future time. Death and sev- 
erance benefits are also funded in this 
manner. The life business fails to un- 
derstand what possible objection the 
government can have to his funding 

(CONTINUED ON PAGE 19) 
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Operations A 


udits’ Use 


as Expense Curb Told 


Insurance executives face a tough ad- 
ministrative problem today in their at- 
tempts to control and justify the steadily 
increasing amounts spent for clerical 
salaries and general office expenses. 
The inflationary squeeze gives manage- 
ment little chance to pass along added 
operating costs. 

_ To help secure full productive value 
for each dollar spent on office output, 
more companies than ever before are 
subjecting their operations to periodic 
review and study. Such studies must be 
broad as well as intensive because of the 
complex nature of insurance administra- 
tion, according to E. F. O’Toole, part- 
ner in the firm of O'Toole Associates, 
New York City, which has conducted a 
er of operations audits of life and 
. & H. companies. 


Five Classes of Problems 


The problems of insurance office man- 
agement usually fall into five categories 
—policies, organization, procedures, per- 
sonnel and progress reporting. All must 
be considered together to get a com- 
plete picture of the work situation. This 







































































YOU SHOULD READ 
OUR MAIL. EACH MORNING 
FINDS SEVERAL SACKFULS 
ON OUR DOORSTEP. THE 
MOST INTERESTING MAIL 
IN THE WORLD—FOR IT 
COMES FROM MEN AND 
WOMEN WHO DO MORE TO 
LIGHTEN THE BURDENS 
OF THIS WORLD FOR 
OTHERS THAN ANY PRO. 
FESSIONAL GROUP ON 
EARTH. FOR EXAMPLE: 


Blaine White of Philadelphia 
writes: “I know the following 
story will interest you. . 
met the two partners and 
their lawyer... the lawyer 
finished his notes on the part- 
nership agreement and asked 
if I had aaything to add. I 
had my R & R Tax Book with 
me and called attention to 
aeverss points not included. 
r the partners signed for 
$100, 000 of life insurance the 
lawyer asked to borrow ‘that 
book’ which had been so help- 
‘For a day or two’, he 
. 7 was ten days ago 
N’ HAVE TH 


DO: 
BOOK. BACK YET, so can’t 
mail this week’s lesson now. 
Guess I’m gonna’ have to 
dng his arm to get it from 
m.” 


* * * 


WE ARE THANKFUL FOR 
THE MANY UNDERWRIT- 
ERS WHO USE PRESTIGE 
BUILDERS THAT LEAD TO 
LARGER SALES. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW wee 








INDIANAPOLIS 





minimizes the danger of having only 
certain phases of the problems consid- 
ered without regard to other important 
elements. 

It is essential that a company’s oper- 
ating policies be clearly established 
(preferably in writing) on such impor- 
tant phases of administration as under- 
writing, accounting, purchasing, person- 
nel, etc. Important savings and im- 
provements often can be made by a 
change in the operating policy without 
touching either organization or proce- 
dures. A policy review may highlight 
inconsistencies or inadequacies, and in- 
dicate possible remedies. Frequently 
such reviews turn up actions of subordi- 
nates that are contrary to established 
policy, or facts that support a recom- 
mendation for a proposed change in pol- 
icy. 

Misunderstanding Is Easy 


To show how even basic policies may 
be misunderstood, Mr. O’Toole quoted 
one company where the president was 
certain that all key points of employe 
policy were being uniformly applied, 
though no written material existed. As 
a test, he asked four department heads 
about the established policy on vaca- 
tions for employes placed on the payroll 
after Jan. 1 but before June 30 in any 
year. ‘No vacation at all until contin- 
uously employed for one year prior to 
June 30,” was one comment. “One week 
if employed before May 1; otherwise 
none,” was another. “One day for each 
month employed prior to June 30,” was 
a third. Finally, “One day for each 
month up to Aug. 31.” The policy actu- 
ally was: Two weeks if employed. prior 
to April 1; one day for each calendar 
month or fraction thereof employed up 
to and including September, if employed 
after March 31 and before Sept. 30. Va- 
cations to be taken during the period 
June 30 to Sept. 30. 

One great benefit of operations audits 
is the increased understanding of the 
company’s functions which is created 
among home office personnel. In some 
companies such audits provide the first 
organization charts, the first delineations 
of who is responsible for what. 


Interesting Test 


In one company three of the senior 
officers were asked to draw organiza- 
tion charts of the company, indepen- 
dently and without consultation with 
each other. The three charts were sub- 
stantially different, with the lion’s share 
of authority and responsibility resting in 
each case with the officer who drew the 
chart. Mr. O’Toole suggested that this 
would be an interesting experiment for 
chief executives to try, especially in 
those companies where senior officers 
may be in conflict with each other on 
phases of their operations. 

O’Toole Associates follow a well-de- 
fined plan of operational survey that 
traces all procedures from beginning to 
end—from the time the case hits the 
home office or branch office until it is 
dispatched to the field or policyholder. 
Only in this way can a related, inte- 
grated and complete picture of the oper- 
ations be secured as they are being per- 
formed. 

“Until we know exactly what is being 
done, it is difficult to develop improve- 
ments,’ Mr. O’Toole commented. 

For example, in one company the 
president and his key executives were 
eager to keep up with developments in 
office management and devices, but de- 
partment heads functioned independent- 
ly as to office organization and proce- 
dures. The treasurer compiled certain 
cost statistics as a result of his disburse- 
ment work; the comptroller made ex- 
tensive cost computations in voucher 
preparation and account distribution 
work, and the statistical department kept 
over-all cost records, completely dupli- 
cating the work of the other two de- 

(CONTINUED ON PAGE 16) 


Franklin Names Tharin 
Columbia General Agent 


Theodore S. Tharin has been named 
general agent in Columbia, S. C., for 
Franklin Life. Mr. 
Tharin entered life 
insurance 13 years 
ago when, immedi- 
ately after college, 
he joined the Jeffer- 
son Standard. He 
was then promoted 
to assistant man- 
ager at Columbia. 
In 1937 he joined 
Reliance Life as 
field manager for 
the Carolinas and 
the following year 
Ww a s_ promoted 
manager at Char- 
lotte. 

In 1941 he went back to Columbia as 
general agent for Security Life & Trust 
and opened a new agency. Following 
two years of service, he was discharged 
as a marine lieutenant in 1946 and be- 
came South Carolina manager of estate 
planning for Aetna Life. In 1947 he 
qualified for the Million Dollar Round 
Table. 





T. S. Tharin 





Barton Joins Eagles Nat'l 


James W. Barton, Indianapolis, who 
has been Indiana manager of Woodmen 
of the World, Omaha, for the last 2% 
years, has been appointed assistant to 
M. L. Brown, U. S. general agent of 
Eagles National Life at Cincinnati and 
will have charge of developing agencies. 

Mr. Barton started in insurance in 
1935 as agent of Mutual Life in Boone- 
ville, Ind., after having been in the 
army and the refrigeration busness. 
After being in the army ordnance de- 
partment in the war he went with 
Woodmen of the World as a field man 
at Springfield, Ill, later being trans- 
ferred to Indiana as state manager. 





Woolery Wrongly Identified 


James M. Woolery, vice-president and 
actuary of Occidental Life of North 
Carolina, was recently elected a director 
of that company and not of Occidental 
of California, e was stated in the Aug. 6 
issue of THE NATIONAL UNDERWRITER. 





An item about the election of William 
H. Siegmund, general agent of Connecti- 
cut Mutual, as commander of the Los 
Angeles chapter of the Military Order 
of World Wars appeared in the obitu- 
ary column in a recent of THE NATIONAL 
UNDERWRITER instead of in the personal 
column, for which it was intended. 
While it was clear from the item that 
Mr. Siegmund had not died, the inclu- 
sion of his name in the obituary column 
shocked many friends and acquaintances 
until they read to the end of the sen- 
tence. THE NATIONAL UNDERWRITER has 
received from Mr. Siegmund a letter, 
duly signed and witnessed, attesting that 
he is still very much alive. 


——$——— 


Asks High Court to 
Rule in Aviation 


Exclusion Case 


WASHINGTON—Seeking certiorarj 
writ to the federal court of appeals for 
the District of Columba, United Sery- 
ices Life has asked the Supreme Court 
to review the claim of Lucy B. Boye 
under a $5,000 policy on her husbaal 
which contained an aviation exclusion 
clause under which the company con- 
tends it owes only $393.86, amount of 
premiums paid. 

Death of Richard H. Boye, flying 
fortress pilot lost in bombing Germany, 
the company says, comes within that 
clause, pointing to army records. The 
circuit court’s decision that he did not 
die “by reason of operating or engag- 
ing in aviation is not only contrary to 
reason,” petitioner says, but contrary 
to the third circuit court decision in 
Barringer vs. Prudental. 

The company says there is “grave 
diversity” between three circuit courts’ 
decisions, the fifth circuit court holding 
in Smith vs. Massachusetts Mutual, un- 
der circumstances identical with those 
in the Barringer case, — beneficiary 
must await operation of 7-year absence 
presumption of death. 

The question involved is one of grav- 
ity and importance to the insurance in- 
dustry, the petition says, as there will 
be many claims from disappearance of 
missing planes and without a Supreme 
Court decision there will be chaos. It 
says the D.C. circuit court concluded 
Boye died from gunshot wounds, where- 
as the trial court said it was from enemy 
gunfire or burning or crashing plane. 

Pettioner’s brief argues army records 
provide adequate proof of death within 
terms of the aviation exclusion clause; 
that although the policy contained no 
military exclusion clause, there is no 
conflict or ambiguity between freedom 
from such restriction and the aviation 
clause. 


Eastern Issues Disability 


Disability income benefits are being 
underwritten by Eastern Life. The dis- 
ability income clause will provide for 
monthly payments of 1% of the face 
amount of the policy, payable for 100 
months. The clause will cease at the 
anniversary of the policy nearest the 
55th birthday of the insured. 








Rewards Agents with Trip 


B. F. Griffith, general agent for Amer- 
ican National at Galveston, keeping 4 
promise of such a trip for every mem- 
ber who produced and paid for a speci- 
fied volume, took 15 agents and their 
wives to California. They spent five 
days in San Francisco. Acting as vol- 
untary host and hostess were Lou 
H. Schrepel, manager for the company 
in San Francisco, and Mrs. Schrepel. 





for an actuary interested in the 


THE NATIONAL 
175 W. Jackson Blvd. 


Opportunity for an Actuary 


One of the larger group companies offers an unusual opportunity 


contracts. The successful applicant will also be capable of di- 
recting the sale of these “made-to-measure” retirement plans. 


Salary will depend on background and aptitude. 


Our staff knows of this advertisement. 


Address Box R-29 


development of group annuity 
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Chicago, Ill. 
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G. C. K. CHING M. T. Curtis S. R. DasHiety W. L. Fow er W. P. Granam 
ns ag is: Washington, D. C. Norfolk, Va. Norfolk, Va. Washington, D. C. 
Qualifying Qualifying Qualifying Qualifying Qualifying 





A. L. Hatcenserc, Jr. T. J. Hiromi Cartos INico J. D. Marsu L. C. Mascotte, C.L.U. C. S. MILLER 
Louisville, Ky. Sacramento, Cal. Manila, P. I. Washington, D. C. Fort Wayne, Ind. Tyner, Ind. 
Qualifying Qualifying Qualifying Qualifying Life & Qualifying Life & Qualifying 





Cot. D. I. MoLer W. L. Poot R. P. RHopes ALLAN RUTLEDGE, Jr. M. GLENN TUTTLE R. H. Woopsiwe 
Washington, D. C. Norfolk, Va. Baltimore, Md. Washington, D. C. Miami, Fla. Washington, D. C. 
Qualifying Qualifying Qualifying Qualifying Life & Qualifying Qualifying 


We proudly present - - - 
these 17 members of the Lincoln National 
field force who are Qualified Members of the 
1948 MILLION DOLLAR ROUND TABLE 


of the National Association of Life Underwriters 





THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Fort Wayne |, Indiana 
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Hedges Fears Flareback 
from Mass Sales Fight 


There is danger that. some of the ar- 
guments advanced against the extension 
of group insurance may one day back- 
fire against private enterprise or volun- 
tary insurance, both life and A. & H., 
with harmful results, according to Bert 
A. Hedges, manager Business Men's 
Assurance, Wichita, and chairman of 
the general agents and managers sec- 
tion of the National Assn. of Life Un- 
derwriters. 

Mr. Hedges fears that the advocates 
of state or government insurance for 
the masses may cite the opposition to 
low cost group insurance on a liberal 
basis as evidence that the companies 
and their agents are opposed to the 


best interests of the rank and file. At 
the same time, Mr. Hedges is opposed 





national institution. 
completion of its first 


EQUITABLE 
LIFE-of 10WA 


Founded in 1867 in Des Moines 


On January 25, 1867, 
Iowa was founded in Des Moines, 
frontier town of 8,000 people. 


The 81 intervening years have witnessed the 
development of that pioneer enterprise into a 


Company will continue to conduct its affairs . 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


to group insurance which by-passes the 
agent and he would even go along in 
opposing sales in amounts which are 
obviously intended for employes and 
executives in the higher income brackets 
rather than the masses. 


Not Enough Career Agents 


While sympathetic with the career 
agent who sincerely believes that each 
insurance buyer of life or disability cov- 
erage is entitled to have professional 
advice and counsel, Mr. Hedges points 
out that “there simply are not enough 
career underwriters to interview per- 
sonally all the people who should have 
a minimum amount of protection.” As- 
suming N.A.L.U.’s 50,000 members con- 
stitute at least one-half of the profes- 
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the Equitable Life of 
then a 





In contemplating the 
century of service, the 












































BOSTON, 


The 


BUILT ON INTEGRITY... .. 





Columbian National 
Group Life, Hospital for self and dependent, and 
an excellent Retirement Plan. 


Tre COLUMBIAN NATIONAL 
LIFE INSURANCE Zanyaany 


MASSACHUSETTS 


NO COBBLER’S CHILD, HE .... 


representative has 


+ + « « GROWING ON SERVICE 





sional agents, this would mean one 
such agent for each 1,500 persons or 
for each 600 families. 

“Theoretically, if evenly distributed, 
each such agent should be able to serve 
that number of clients,’ Mr. Hedges 
stated. “Unfortunately, that is not the 
way it works out. A great majority of 
the most competent life underwriters 
work in specialized fields in metropoli- 
tan centers. Fifty or sixty sales for an 
ordinary agent is considéred a good 
year’s work. Millions of American work- 
ers have no life or disability insurance 
except that which they have secured 
through their employment or group in- 
surance. Unfortunately, many, many 
millions do not have even the approxi- 
mate $3,000 ‘average’ amount. They 
never will be sold through the profes- 
sional, personalized approach and inter- 
view if for no other reason than that 
it is physically impossible (or unprofit- 
able) for the present numbers and char- 
acter of underwriters (including weekly 
premium men) to do the job. 


Fears Position May Be Weakened 


“It has always seemed to me that 
our position on government cradle-to- 
grave insurance is greatly weakened un- 
less we can show that we have already 
taken care of existing needs which the 
‘planners’ seek to serve. We are all 
familiar with the fact that in the field 
of life insurance alone we have sold 
and are selling less amounts of pro- 
tection in proportion to the national in- 
come than in 1932, When the ‘average’ 
amount of life insurance in force per 
wage-earner is less than an ‘average’ 
yearly income, we can hardly contend 
that we have done an adequate job.” 

Mr. Hedges believes that there isn’t 
sufficient manpower to sell even mini- 
mum needs protection on an individual 
person-to-person basis; the business 
should be advocating an extension of 
group or mass selling on a sound basis 
rather than its curtailment. He warns 
that life men should recognize that the 
current proposals on A. & H., including 
medical care, should attract their con- 
cern as well as that of men represent- 
ing that branch of the business, since 
the planners have attacked at this point 
because it seems to be most vulnerable. 
Saying that it is only a step from so- 
cialized sickness and accident insurance 
to compulsory life insurance for all 
he said it is high time that all branches 
of the insurance business, the medical 
profession, and related lines work more 
closely together in their legislative pro- 
grams. 

By the same token the larger pro- 
ducers of life insurance whose interests 
are exclusively in the field of estate 
planning, business insurance, pension 
trusts, etc., and who, therefore, have 
little contact with buyers of $1,000 to 
$5,000 policies can ill afford to ignore 
this pressure for cheaper protection for 
the masses, he said. They would do well 
to remembér that if the agency system 
had to depend upon $10,000 and larger 
policies for existence, it would soon 
wither away. He has always been skep- 
tical of agency cost surveys which prove 
conclusively that $1,000 policies are 
money-losers, asking himself, “Just 
what would happen to the rest of our 
business if all of the $1,000 policies 
were eliminated or had never been writ- 
ten?” He can trace the story of some of 
his agency’s most substantial policy- 
owners back to $1,000 policies. He also 
recalled how many of his star producers 
would have starved out of the business 
had they not been, in effect, financed by 
$1,000 policies. 

Mr. Hedges favors the extension of 
group insurance with proper restric- 
tions as to amounts offered and the 
lowering of the size of the group, say- 
ing he could see the justice in offering 
advantages to a man working for an 
employer of 100 or 10,000 people which 
are not available te the employer of 
five to 25 people. 





Commissioner Bowles of Virginia is 
reducing. He used to tip the scales at 
260 pounds. He is now down to 220 
and he hopes to make it 200 soon. 


Insurer Wins Final 
Round on Minn. 


Aviation Exclusion 


ST. PAUL — Construing for the first 
time Minnesota’s unique and ultra-strict 
aviation exclusion statute, the Minnesota 
supreme court has reversed the trial 
court and upheld the insurer in Onstad 
vs. Minnesota Mutual Life, ruling that 
the company was liable only for return 
of premiums plus dividends rather than 
the $10,000 face amount. 

The lower court had agreed with the 
plaintiff's contention that the aviation 
rider was not made part of the two in. 
surance contracts and was not in the 
form prescribed by the statute. It 
granted the plaintiff’s motion for a dj- 
rected verdict. 

The Minnesota law is unique in that 
when it was amended in 1943 a provision 
was included requiring that the rider be 
read to the insured, and that the insured 
must countersign a statement saying the 
limitation had ‘been read and explained 
to him. 


Language Was Identical 


Before issuance of the policy the 
company had filed an exclusion endorse- 
ment consistent with the law. The com- 
missioner approved it. The language of 
the restrictive portion of it was ex- 
actly the same as in the riders attached 
to the policies. Hence the supreme court 
held that while there were minor varia- 
tions between the filed form and those 
attached to the policies they made no 
difference. The plaintiff attached great 
importance to these variations. 

Also involved was whether the in- 
sured, Roy Proebstle, a commercial air- 
line pilot working for the air transport 
command at the time he was killed, had 
died under conditions that would bring 
the exclusion into play. The plane was 
found smashed against a sheer face of 
Mt. McKinley but no trace of the occu- 
pants was ever found. A professional 
mountain-climber who searched the area 
said no one could have survived the 
crash. Hence the court held that as a 
matter of law the evidence submitted 
would compel a finding that the insured 
met his death in a manner that would 
make the exclusion effective. 

An earlier Minnesota supreme court 
decision covering the same insured but 
involving a policy issued by State Mu- 
tual Life, was reported in last week’s 
issue. In that case the court held for 
the plaintiff on the ground that the ex- 


‘clusion clause went beyond what was 


allowed by an earlier law. 


Coffin Addresses Bankers 
in Public Relations Course 


Vice-president Vincent B. Coffin of 
Connecticut Mutual was in Chicago this 
week to give a series of five lectures in 
a two-week course given at Northwest- 
ern University by the Financial Public 
Relations Assn. Virtually the only non- 
banker on the faculty, Mr. Coffin treated 
the salesmanship aspects of public rela- 
tions in the field of banking. The course 
is being attended by 51 bank officers and 
financial writers from various parts of 
the country, 





Loses Epilepsy Case 


The Tennessee supreme court has 
ruled against Mutual Life’s petition for 
a rehearing in a case in which the 
court had held that the company could 
not stop making disability payments to 
a farmer on the ground that his ep 
lepsy was not caused by an accident but 
Was a preexisting condition, The com- 
pany had been making payments for 10 
years but had not previously known that 
the insured had had a mild form of ept 
lepsy prior to a severe head injury due 
to a horse’s falling on him. The courts 
view was that paying the insured for 10 
years constituted a recognition that ep 
lepsy can be caused or at least aggra 
vated by a physical injury. 





missio 
“WI 
late i 
thoug! 
the le; 
of the: 
trary 
right | 
ful voc 
the co’ 


New 


Com 
all life 


Pion 
will en 
field S 
cancell; 
age 65 
compat 
& A. 
benefit: 
resort 
settlem 

he 
purcha: 
group. 
is issue 
surgica 
rider n 


XUM 


St 20, 1948 








nal 


ion 


or the first 
ultra-strict 
Minnesota 
_ the trial 
in Onstad 
ruling that 
for return 
ather than 


d with the 
€ aviation 
he two in- 
lot in the 
atute. It 

for a di- 


ue in that 
1 provision 
le rider be 
he insured 
saying the 

explained 


yolicy the 
n endorse- 
The com- 
nguage of 
was ex- 
s attached 
eme court 
nor varia- 
and those 
made no 
hed great 


r the in- 
ercial air- 
transport 
<illed, had 
suld bring 
plane was 
-r face of 
the occu- 
ofessional 
d the area 
vived the 
that as a 
submitted 
1e insured 
1at would 


‘me court 
sured but 
state Mu- 
st week’s 
held for 
it the ex- 
what was 


cers 
urse 


Coffin of 
icago this 
ectures in 
orthwest- 
‘al Public 
only non- 
in treated 
tblic rela- 
he course 
ficers and 

parts of 


ourt has 
tition for 
rhich the 
ny could 
‘ments to 
his ep 
‘ident but 
The com- 
its for 10 
1own that 
m of epi 
ajury due 
1e court’s 
ed for 10 
that ep!- 
st aggra 





August 20, 1948 


LIFE INSURANCE EDITION 


7 








S, C. Law Divorcing 
Mortuaries and 
Insurers Held Void 


The South Carolina law prohibiting 
funeral establishments from doing an in- 
surance business and barring insurers 
from owning such establishments has 


_ been held unconstitutional by the federal 


district court at Charleston in a 3 to 1 
decision. The court said the act violated 
the due process and equal protection 
clauses of the constitution. ; 

The statute was enacted early this 
year. Undertakers got together to sell 
insurance to provide prepaid funerals 
and competitors sought legislation to 
curb them. Plaintiff was Family Se- 
curity Life. The court pointed out that 
the statute obviously foreclosed the 
agent involved, W. E. Lanford, from 
further pursuing his established insur- 
ance business, merely because he was 
also employed by a mortuary and also 
made it impossible for the insurance 
company to have funeral directors and 
employes of mortuaries licensed as 
agents, even though this was its estab- 
lished method of doing business and had 
been approved by the insurance com- 
missioner. 

“While the legislative power to regu- 
late insurance is undisputed and al- 
though every presumption in favor of 
the legislation may be indulged, neither 
of these principles will justify any arbi- 
trary legislative interference with the 
right of an individual to follow a law- 
ful vocation such as an insurance agent,’ 
the court stated. = 





New Cal. License Form 


Commissioner Downey has _ notified 
all life and disability companies operat- 
ing in California that the department is 
preparing a new type of license applica- 
tion, which will be mandatory after 
Oct, 1. 

The commissioner says the change is 
made necessary because of+the require- 
ment that he be informed if a new 
applicant, who is to receive a certificate 
of convenience prior to taking the usual 
state examination, is taking a training 
course approved by the department. 
ane applies to life and disability agents 
only. 


Has Non-Can Hospital Form 


Pioneer Mutual Life of Fargo, N. D., 
will enter the hospitalization insurance 
field Sept. 1. Its policy will be non- 
cancellable and guaranteed renewable to 
age 65. For more than 27 years the 
company has issued non-cancellable H. 
& A. and has paid out $1,815,696 in 
benefits, without ever having had to 
resort to the use of the courts in the 
settlement of a claim. , 

The hospitalization policy may be 
purchased by an indvidual or a family 
group. The daily benefit is $4 to $8 and 
is issued from ages 3 months to 55. A 
surgical and/or a medical attendance 
tider may be attached. 





Agents Suspect Premium 
Volume Has Dropped Off 





The comment is often made 
these days by life insurance pro- 
ducers and managers that the 
market has dropped off in the 
last few months to an extent not 
measured by volume of the face 
amounts sold. They say that a 
much more accurate view of sales 
could be gained from premiums 
on new sales which would reveal 
that larger amounts of term busi- 
ness are being sold and that pre- 
miums have fallen off consider- 
ably. This, coupled with the rising 
lapse rate, makes the picture seem 

mer to the agent on the street 
than published tabulations would 
indicate. 


Agencies Hold 3-Day 
Educational Conference 


Clarence L. Madsen agency, Salt Lake 
City, David S. Bethune agency, Chey- 
enne, and W. E. Burney agency, Den- 
ver, are holding a three-day conference 
on “Building Security Through Career 
Underwriting,” at Glenwood Springs, 
Colo. 

Special guests include Harold J. Ross- 
man, director of agencies, south central 
department, A. R. Dunaway, assistant 
group manager, western division, and 
Commissioner Kavanaugh. 


“Mr. Madsen will preside over Friday’s 
session. Subjects to be covered include 
prospecting, time control and package 
selling, and retirement income policy by 
A. N. Beckstrand and R. Z. Hyde, Mad- 
sen agency, and A. W. Bedont, Bethune. 
Other speakers will be Luke F. Cowan, 
Fred Andrews, Ken Runner and Roy 
J. Bayles, Burney agency. 

Mr. Bethune will preside over tomor- 
row’s session and talk on Equitable So- 
ciety. Other subjects are group insur- 
ance, Mr. Dunaway; “Dollar-a-Week 
Package,” by Mrs. Rani V. Louthan, 
Bethune; business insurance, mortgage 


insurance, and “How to Meet Objec- 
tions,” by John Cory, Albert Kirkpatrick 


and Dennis V. Peterson, Madsen agency. 


Closing session will be conducted by 
Mr. Burney. Mr. Rossman will conclude 
the meeting. 





Postal Plans N. Y. Agencies 


Postal Life is planning to have a 
number of agencies for the downtown 
and midtown areas of New York City 
as well as coverage in the Bronx, West- 
chester county, and Brooklyn. Agencies 
are also contemplated for upstate New 
York. 
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eos IN LIFE UNDERWRITING, TOO! 


Almost anything is easy when you know how. Direct 
mail, for instance. For there is a secret to developing 
prospects by mail—and Mutual Benefit underwriters 
have it at their fingertips in our complete, comprehensive 
Direct Mail Plan. Between the covers of this handy 
guidebook are over 40 pages crammed with vital direct 
mail information . . . with helpful ideas . . . with a full 
series of over two dozen field-tested letters covering 
every basic life insurance need. 


Does this Direct Mail Plan help build underwriters” 
confidence? With our men’s first year commissions up 
22% over last year, recent surveys reveal that the 
Direct Mail Plan has been an important factor in this 
remarkable gain. And, in life underwriting, that’s the 
kind of confidence that counts. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 


NEWARK, NEW JERSEY 
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Provides its Underwriters — 


@ Generous First-year Commissions 

@ Full Renewals to the 15th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or R. Robert P. Stearns, 2363-5 Guardian Bldg., De- 
troit 26, Michigan. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
* 


LIFE * ACCIDENT * HEALTH 


Issued together at a substantial saving, 
or separately 




















| 
NOT FOR YEARS 





| BUT FOREVER 





If “Forever” is an important word to a fountain pen manu- 
facturer, what do you suppose it means to a life insurance 
company ? 


We'd like to tell you, however, in about sixty easy seconds 
what forever means to us here in the agency organization at 
the Provident. When a man signs a contract to represent the 
Provident, it seems always to work out that he has found 
himself a career—not for weeks, not for years—but forever! 


Seems that working with a company that for 32 years has 
been plugging away at building a reputation on the simple 
virtues of reliability, fairness and cooperation tends to make 
a man contented—especially when his sales kit is stuffed with 
modern sales plans and his wallet with one of the highest 
average incomes in the business. 


Drop us a line if you are interested in browsing around in 
this pasture of contentment with us! 


PROVIDENT 
LIFE INSURANCE 


Company 











BISMARCK, NORTH DAKOTA 


@ JOE DICKMAN e@ 
Agency Vice-President 


——s—— 
. 





It's Up to Producers to Keep Group oy 
THE NORTHERN LIFE INSURANCE COMPANY | Programs Geared to Living Costs 





It is especially important these days 
that the personal producer with group 
business to his credit keep in touch with 
his group clients to see that employers 
and employes are satisfied and to keep 
alert to needs for additional coverage. 
The cost of living has risen so rapidly 
of late that a number of group insur- 
ance programs are inadequate to accom- 
plish the purposes for which they were 
installed. The producer owes it to his 
clients to keep their coverage up to date 
and to. himself to reap additional com- 
missions on enlarged plans. 

The efficiency of group service per- 
sonnel is so high that some producers 
are inclined to neglect clients, assuming 
that the company men will handle every- 
thing. It is true that a case which lies 
unpruned will eventually receive the 
attention of group service men. But 
companies are so busy that the period 
of time that may elapse might be con- 
siderable. There have been cases where 
the producer has been so lax and the 
company men so busy that established 
group cases have gone to other pro- 
ducers and companies through default. 

A good part of the record volume of 
group business which is being written 
currently consists of additions to exist- 
ing contracts. 

In going over group contracts the 
producer should check to see that the 
rate schedule is not antiquated. Group 
life should generally provide coverage 
equivalent to one year’s pay. It will 
often be found that the man who was 
insured for one year’s pay when the 
plan was installed is now insured for 
about six months of it. 


Group Life Is Insufficient 


In a number of cases group life was 
all that was carried. For the program 
to provide a real bulwark against costs, 
the casualty coverages should be added. 
There is a market here for the addition 
of group accident or A. & H. Where 
A. & H. was installed some years ago, 
the weekly indemnity should be checked. 
It is desirable to cover two-thirds of an 
employe’s salary with group accident 
and sickness benefits. Salaries have 
risen so that chances are the old limit 
is a littke more than a mockery for an 
employe who is laid up. Perhaps the 
employer will want to extend the period 
of coverage beyond the customary 13 
weeks. 

It might be well to bring up with the 
employer, the advantages of adding ac- 
cidental death and dismemberment 
which, at the small cost of around one 
cent more per $1,000 of coverage. 

The life rate of most of the group 
writing companies is the same, predi- 
cated on the basic “T” table, to which 
loadings have been applied in units of 
$1. Many loadings that were added 
years ago to contracts have been re- 
moved because of favorable experience. 
It is up to the producers to check the 
contracts of his clients to find out 
whether or not they are paying a load- 
ing which should have been removed. 

It pays the producer in his reviewing 
job to go over the net cost of the group 
insurance. In many cases where an ob- 
solete rate is charged, the insurance 
company is returning the overcharge 
and calling it a dividend. 


Hospital Rates Have Risen 


The popularity of hospital and surgical 
coverage operate in favor of the pro- 
ducer who suggests that these be added 
to the existing group coverage. Where 
such coverage is already installed, revi- 
sion may be needed of the amounts al- 
lowed for daily room charges, for extras 
and the amounts allowed on the surgical 
schedule. Charges for all of these serv- 
ices have increased greatly in recent 
years, especially in the city. Here again 
benefits which have not kept up with 
cost render a group insurance program 
almost useless. The producer may well 
be able to revise the program to make 


more realistic and perhaps increase migj. 
mum benefit periods. He can sugges 
extension of coverage to dependents 
where this is not offered, or that benefits 
be increased where dependents’ Cover 
has been in effect. 

A new talking point in the group 
casualty field is group medical fees coy. 
erage, which it is well to review with 
group clients to go along with hos. 
pital and surgical. 3 


Hill, Humphries in 
NALU Trustee Race 


Herbert R. Hill, manager Life of 


Vi irate at Richmond, has notified Rob. 
. Reno, Jr., 


ert R Equitable Society, Chi- 





H.R. Hill | J. R. Humphries 


cago, chairman of the National Assn. of 
Life Underwriters nominating commit- 
tee, that he will be a candidate for re- 
election to the board of trustees. Mr. 
Hill was endorsed for reelection at the 
meeting of the Virginia association at 
Roanoke in May but at his request the 
resolution was not forwarded to the nom- 
inating committee until Mr. Hill could 
determine in his own mind whether he 
should continue to take the time from 
his agency, organization and_ personal 
production in order to discharge 
conscientiously the duties of national 
trustee. 

Mr. Hill has asked that the Virginia 
and Richmond associations forward their 
endorsements only with the understand- 
ing that there will be no politics or cam- 
paigning for additional endorsements. 
He feels that while it is perfectly right 
and proper that a candidate presenting 
himself for a national office for the first 
time should have his qualifications pre- 
sented by his own local association in 
every dignified and proper manner, once 
a member has served in national office 
the nominating committee of the na- 
tional council are in a position to judge 
his qualifications and ability without the 
so-called politics. For this reason Mr. 
Hill has requested the Virginia and 
Richmond associations not to launch any 

“Hill for Trustee” campaign. 

John R. Humphries, Provident Life & 
Accident, Chattanooga, has been in- 
dorsed for N.A.L.U. trustee by the 
Chattanooga and Tennessee state asso- 
ciations. 

Since becoming an agent in 1940 he 
has qualified for the Million Dollar 
Round Table in 1945, 1947 and 1948. 
Mr. Humphries has been active in the 
affairs of the local, state and the Na- 
tional association. ‘During the past six 
years he has served as a member ol 
nearly every committee and has held 
every important post in the ‘Chattanooga 
group. He is a past president of the 
Tennessee association and is currently 
a member of the N.A.L.U. agents’ com- 
pensation and agents’ committees and is 
vice-chairman of the membership com- 
mittee. . 


Clair Named Assistant 
V.-P. of New York -Life 


R. David Clair has been appointed as- 
sistant vice-president of New York Life 
succeeding Edmund T. Mimne, who is 
retiring. 
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Chicago Blue Cross 
Raise Doesn't Bring 
Insurers Business 


Expectations that the raise in Blue 
Cross rates in Chicago would result in 
the shift of many hospital plans to 
insurance companies have failed to 
materialize. Early in the summer when 
the new rates went into effect there 
were numerous requests for information 
and the insurance companies submitted 
many proposals to firms carrying Blue 
Cross. By now the prospects have 
grown cold and few if any such groups 
were rewritten. There have, however, 
been several new groups which may 
have gone to the companies because of 
the rate hike. 

It was not the fault of insurance 
people that the changeovers were not 
effected. Producers‘carried on compre- 
hensive programs and several companies 
pushed campaigns to show their rates 
and coverages are better than Blue 
Cross. The responses and requests for 
information indicated that many em- 
ployers, employes and labor union 
officials were alarmed by the Blue 
Cross rate raise. Many proposals were 
submitted and a great deal of informa- 
tion was furnished by insurance people. 
But that was where it ended. 
Apparently the raise had been enough 
to upset the public, but not enough to 
cause an exodus from Blue Cross. 

There are still insurance people who 
feel that they will have their innings. 
They forecast another raise in Blue 
Cross rates within the near future and 
think that this time the public will be 
stung to action and come to appreciate 
what insurance companies have to offer. 
Insurance people comment that the Blue 
Cross strategy has been to raise rates 
gradually enough so as to ease the 
shock. If the jump to the eventual 
level were made all at once it would 
have driven many from the Blue Cross 
fold. They say that the hospitals are 
continuing to put pressure on the Blue 
Cross for further rate increases. They 
claim the hospitals are still losing money 
on Blue Cross patrons and are forced 
to take in settlement whatever the 
Blue Cross has on hand. Often 
this amount falls short of what the 
hospitals want and need. Very few 
of them see how Blue Cross can con- 
tinue at present rates with their current 
experience and expenditures. 





Elston Opens Houston 
Agency for Minn. Mutual 


Herbert Elston, superintendent of 
agencies for Minnesota Mutual Life for 
the past two 
years, has been 
promoted to gen- 
eral agent. at 
Houston. This 
gives the 
pany two 
ton agencies, the 
new one being at 
801 .Merchantls 
and Manufactur- 
ers building. The 
other is headed by 
Mrs. G. A. Ralls, 
general agent since 
1928. 

Mr. Elston grad- 
uated from University of Southern IIli- 
nois and after being principal in a West 
Frankfort, Ill., junior high school, he 
Was an agent for Metropolitan at West 
Frankfort, Bloomington, and Quincy, 
Ill. In 1943 he joined Minnesota Mutual 
as assistant superintendent of agencies 
and in 1946 he was made superintendent 
of agencies. 





Herbert Elston 





Earl Wrightson, baritone star of the 
Prudential Family Hour, was honored 
on the last broadcast when the Disabled 
American- Veterans presented him a 
scroll in appreciation of his job of en- 
tertaining disabled veterans for the past 
four years. 


XUM 


Porter Manhattan 
V.-P.; Fitzsimmons 
Named Secretary 


Elder A. Porter, secretary and actu- 
ary of Manhattan Life, has been elected 
vice-president and actuary. Edward 
Fitzsimmons, who has been editor-in- 
chief of the life insurance division of 
Alfred M. Best Co. and vice-president 
of Flitcraft, Inc., was elected secretary. 
The changes are effective Oct. 1. 

After graduating from University of 
Michigan in 1919, Mr. Porter joined 
Indianapolis Life as actuary, eight years 
later becoming 1st vice-president of 
Bankers National Life. From 1932 to 
1935 he was a consulting actuary. He 
joined ‘Manhattan in 1935, became ac- 
tuary the next year and secretary in 
1940. He is a fellow of both actuarial 
societies. 

Mr. Fitzsimmons, who is 43, is an 
alumnus of the school of commerce of 
New York University and took exten- 
sion courses at Columbia University. 
His entire business career has been 
with the Best company. 

Dean G. Rowland Collins of New 
York University’s graduate school of 


business administration was elected a 
director. 


Travelers Shifts Four 


Travelers has transferred Harold W. 
Christine, manager at Sacramento, to 
assistant manager at San Francisco. 

Richard R. Crothers, assistant mana- 
ger at San Francisco goes to Sacramento 
in the same capacity. 

Carl D. Stockdale has been appointed 
a field assistant at Toledo and Russell 
E. Dexter has been appointed a field 
assistant at Hartford. 


List App-a-Week Leaders 


The App-a-Week Club of Security 
Mutual Life of Lincoln is led by P. 
Schlichtemier, Scottsbluff, Neb., with 
603 weeks. His nearest competitor is 
M. S. Vencill of Kimball, Neb., 361 
weeks. 


Offers Accredited Course 


Hardin-Simmons University of Abi- 
lene, Tex., is offering an accredited 
course in life insurance to undergradu- 
ates. It is taught by Frank Bell, agent 
for American General Life. In addition 
to Mr. Bell’s class, all C.L.U. courses 
are taught under the supervision of H. 











L. Skinner, manager for Southwestern | 
Life. 


Rosenthal Ass’t Actuary 


Postal Life has appointed Saul Rosen- | 
thal assistant actuary. He joined the © 
actuarial department there 11 years ago, 
is an army veteran, and an associate in 
both actuarial groups. 








NEWS BRIEFS 


At the recent Centennial celebration 
of the founding of the University of Mis- 
sissippi, W. Calvin Wells, vice-president 
and general counsel of Lamar Life, 
was presented a citation for distin- 
guished service to the university, espe- 
cially during the last 12 years. 

Manufacturers Life has appointed H. 
F. Philipsborn & Co., Chicago as ex- 
clusive mortgage loan representative for 
Chicago. For the past few years Manu- 
facturers has been expanding its mort- 
gage lending operations. 

William J. Schloen, Jr., who is yer 
ciate general agent at Burbank, Cal., 
Manhattan Life, has qualified for ‘ie 
Million Dollar Round Table after only 
three years in the business. 


Bankers Life & Casualty of Chicago 
has been licensed in Iowa to write life 
and A. & H. 
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611 QUALIFIERS 


The Prudential is pleased to announce that 611 Prudential men and women — the largest 
number of qualifiers in the Company’s history — have qualified for the 1948 National Qual- 


In 1895, John F. Dryden, our founder, said, “The Business that Stays is the Business that 


” That sound thought on quality underwriting has long been a basic part of the Pru- 


To those Prudential men and women, and to all the other Quality Award Winners, we offer 


our sincerest congratulations. May their accomplishments be an inspiration to everyone in 
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Producers as Educators 


Insurance producers have a glorious 
and unprecedented opportunity of edu- 
cating policyholders, giving them first 
hand and forthright information and set- 
ting them right on insurance questions. 
The producers occupy a unique position 
because they come in contact personally 
with their policyholders on the average 
of four or five times a year. This does 
offer the chance of explaining any issue 
that may be before the public. 


Politically the producers have great 
momentum. It is well to have people 
elected to office who are friendly to 
honestly conducted and law abiding 
business institutions. Regardless of 
political affiliation producers want the 
business of insurance treated justly, 
fairly and without prejudice. They be- 
come not only the sellers and distribu- 
tors of insurance but its personal spokes- 
men. 


Toughening One's Moral Fiber 


Every now and then an insurance 
salesman needs to toughen his fiber, 
strengthen his determination, build up 
his morale and add to his courage. He 
may have become stale. He has allowed 
himself to drift backward. He does not 
have the ambition to overcome all ob- 
stacles. When one finds himself in this 
condition he should go through a course 
of mental gymnastics. He should select 
the most unpromising prospects he has. 
It is quite natural when he has become 
soft and tender to find plenty of excuses 


not to see prospects where the outlook 
is doubtful, or where superior knowledge 
and strategy must be used. He will go 
to the door of an office and then decide 
that he will not go in. 

The best cure for such a person is’ to 
select, as we stated, prospects that need 
the hardest kind of work put on them. 
Where one is able to row against the 
current his muscles grow stronger. 
When one finds it necessary to use 
extraordinary means to gain his end his 
mind and talent are greatly strengthened. 


Diligence and Patience in Starting a Job 


Personnel managers in _ insurance 
offices declare that there was never so 
great an opportunity for young men of 
promise as today. The difficulty with 
the majority of young men entering 
insurance work is that they are not 
content to take a position, exercise 
patience and diligence and become 
thoroughly conversant with the work 
assigned them and taking on more if 
necessary. After they have been in 
the employ of an insurance office for 
a while they are offered a position in 


a competitor’s office at a little higher 
salary and they take it. Those that 
have really accomplished much have 
realized that the best way to succeed is 
to stick firmly to the job, learn all about 
it, endeavour to master its various 
features, be prepared to encounter 
difficulties and gradually acquire the 
ability of exercising good judgment 
when questions arise that must be 
answered. A roving spirit unfortun- 
ately motivates too many people on jobs 
today. 


Which is the Best Company? 


We heard the other day a beautiful 
expression, when an agent was asked 
as to what he considered the best com- 
pany. He replied, that there were many 
“best companies.” So far as he was 
concerned he said that his company was 
the “best company” for him. It was 
much like his mother. There are 
millions of “best mothers” whose 
qualities and attributes could be 
celebrated in song and story, but one’s 
own mother is the “best mother” so far 
as he is concerned. 

Hence when we are talking about the 
“best company” we might agree with 
Dr. H. W. Dingman, vice-president and 
medical director of Continental Assur- 


ance, who said that while he acknow- 
ledged that his company was the second 
best company, the first would be the 
company that his company strives to 
be—the ideal, the goal toward which 
a company may strive to reach. It 
is well for a management to have in 
mind what it considers as ideal a setup 
and texture as could be imagined. Then 
it could be a milestone to reach, a race 
to be won. 

We have too many one man concerns. 
One man makes all decisions, does the 
supervising, is afraid to give anybody 
much rope. He finds it necessary to be 
at his office all the time for fear some- 
one will make a mistake or do something 








A eh 


wrong. 

The compact organization, one that 
is made of excellent material grows with 
the years. New blood is introduced, new 
ideas are given, people are schooled in 
modern processes and when any severe 


test or any exigency arises they are 
ready to meet it. After all the rea} 
testing point of an organization is the 
way it handles itself in emergencies 
when every person in the organization 
is needed to do his best. 


Strategy of Salesmanship 


An official of one of the insurance 
companies spoke of the strategy of an 
advertising woman, perhaps one of the 
most successful that has been connected 
with the insurance business. He said 
when she approached him on = an 
advertising contract she kept his mind 
on the subject. She would not allow 
any diversion or any side tracking. 
She brought him back on the track if 
he attempted to wander. 

As soon as he had signed the contract, 
then she got him away from it as rapidly 


She began to talk to him 
about everything else. She did not 
want him to review in any way the 
business that had been transacted. He 
might change his mind. He might get 


as possible. 


into a line of thought which would 
result in some modification of the 
contract. 


The official said that this was a wise 
course. He remarked that every sales- 
man could learn a desirable lesson from 
the way this woman went about her 
business. 








PERSONAL SIDE OF THE BUSINESS 





Meizar C. Jones, partner in the Prouty 
& Jones agency of Connecticut Mutual 
at Los Angeles, is at home recovering 
from an attack of infantile paralysis 
after three weeks in the hospital. 

John R. Mage, Los Angeles general 
agent of Northwestern Mutual Life, and 
Mrs. Mage have started’on a tour to 
the Orient. 

Manufacturers Life agents who have 
qualified for the Million Dollar Round 
Table are W. E. N. Bell, S. H. Craw- 
ford and J. H. Peters, Toronto “C” 
branch; Charles Laurent, Toronto “M”; 
John R. Rhoades, Philadelphia; Edwin 
G. Davies, Los Angeles, and Graeme D. 
Nicholl, Colombo, Ceylon. Mr. Davies 
and Mr. Laurent are life and qualifying 
members atid the others have one year 
to go ‘before achieving this distinction. 

J. J. Miller, vice-president of Life 
Associates, Chicago general agents for 
Continental Assurance, was a member of 
the American water polo team_partici- 
eg in the Olympic games in London. 

The American team lost its first match 
7 to 0 to Sweden. Mr. Miller was a 
member of the same team in the 1936 
games and is believed to be the only 
Olympic athlete competing this year 
who was in those games. 

Max Gurevich, Continental Assurance, 
New York City, recently wrote $775,000 
of ordinary life on 16 lives in one month. 

Dr. Clifford Reeder, assistant medical 
director of Continental Assurance, and 
Mrs. Reeder, have become the parents 
of a baby boy. 

Commissioner Bowles of Virginia is 
reducing. He used to tip the scales at 
260 pounds. He is now down to 220 
and he hopes to make it 200 soon. 

Miss A. V. Bowyer, executive secre- 
tary of the San Francisco Life Under- 
writers Assn., is spending three weeks 
with relatives in southern California. 

Wendell Buck, director of advertising 
of Manhattan Life, was scheduled to 
leave this week on the fruit freighter, 
Coastal Viking, for a trip to the 


Caribbean. He will leave the boat at 
Jamaica and fly back to New York the 
middle of September. 

Henry W. Warren, Steppville, Ala, 
has been named “man of the year” by 
Columbian Mutual Life of Memphis by 
virtue of having led the entire agency 
force in paid-for production during the 
club year. As top producer he auto- 
matically becomes president of the Pro- 
duction Club. Fred B. Martin of Fort 
Payne, Ala. won second place and 
Ben Stallings of Jackson, Miss., won 
third place, becoming vice-president and 
secretary, respectively, of the Produc- 
tion Club. 

George M. Scott, a Les Angeles man- 
ager of Metropolitan Life, celebrated his 
30th anniversary with the company and 
was the guest of honor at a dinner given 
by the members of his staff. Mrs. Scott 
shared honors with him. James A. 
Smithies, retired superintendent of agen- 
cies; Jack Slater, fiel:l traiaing in- 
structor, and six of Mr. Scott’s fellow 
managers were in attendancz. 

Harold E. Tabor, district manager for 
Prudential in Waterbury, Conn., cele- 
brated his 25th year with the company. 

Charles D. Stetzler, manager of dis- 
trict 1 for Prudential at Allentown, 
Pa., since 1931, will retire Sept. 1, after 
32 years with the company. 


DEATHS 


William Odenwald, 49, manager of the 
German group of Unity ‘Life & Accident 
at Buffalo, died of a heart attack. He 
had been with the company 15 years. 

Frank H. Weston, 76, the first agent 
to be appointed in Madison, Wis., by 
New York Life and active since 1909 
died at a Madison hospital. 

Paul L. Williams, who appeared be- 
fore more than 40,000 life men in 1946 as 
a member of the national “flying squad- 
ron” sponsored jointly by National 
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and was one of the old guard of Life 
Insurance Managers’ Association of Los 
Angeles, being an honorary life member. 

John C. Paulette, 58, office manager 
at Tampa for Dixie Life & Health of 
Lakeland, Fla., died in a Tampa hospital. 


information about insurance and com- 
pany history and _ terms, editorials, 
sports, a joke-recipe-household hint col- 
umn, stories on employes’ hobbies, a 
fashion column and the classified ad 
column followed in that order. 


As liaison officer for his company, the 
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life insurance agent fulfills a vital role 
in the economy of the American way 
of living. To individuals and families, 
he presents the means of establishing, 
early in their careers, a sound financial 
security that will endure for their life- 
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ACCIDENT AND HEALTH 





Jay De Young on Board 
of National Association 


President E. F. Gregory of National 
Assn. of A. & H. Underwriters has ap- 
pointed Jay DeYoung, Continental Cas- 
ualty, Chicago, to the executive board of 
that organization. Mr. DeYoung will 
fill out the unexpired term of Arthur 
Johnson, Travelers, Des Moines, who 
has resigned due to the pressure of other 
duties. Two years of this unexpired 
term remain. ° 

Mr. DeYoung’s elevation to this post, 
coming less than two months following 
his appointment as a zone chairman of 
the National association, is in recogni- 
tion of his services rendered as presi- 
dent of Chicago A. & H. Assn. during 
the past year. During Mr. DeYoung’s 
tenure in Chicago, that local unit of the 
National association forged ahead both 
in membership and activities, until today 
it is the largest local association in the 
country. 

President Gregory also has announced 
appointment of committee chairmen. 
Co-chairmen were named for the 
membership committee, the idea being 
to reduce the work load of this position 
and also to intensify activities during 
the coming year in this important phase 
of association work. D. Stuart Walker, 
Mutual Benefit H. & A., Philadelphia, 
will be concerned with individual mem- 
bership and John B, Lambert, Mutual 


Benefit, Cleveland, with associate 
company and sustaining memberships. 
Bert A. Hedges, Business Men’s 
Assurance, Wichita, is named public 


relations chairman and Don Compton, 
Combined, ‘Chicago, heads the speakers 
committee. 

Chairmen reappointed are: Law and 
legislation, Harry E. Ritter, Jr., General 
Accident, Philadelphia; constitution and 
amendments, George Richards, 
Monarch Life, Hartford; education, 
O. J. Breidenbaugh, executive secretary; 
planning (past national presidents), 
E. H. Mueller, Milwaukee; publications, 
Wendell C. Taylor, Taylor Publishing 
Co., Indianapolis; memorials, Dwight 
Mead, Pacific Mutual Life, Seattle. 

George A. LeBlanc, American 
Hospital-Medical Benefit, Detroit, heads 
the special hospital insurance committee 
authorized at the Minneapolis conven- 
tion. 


G. H. Knight, E. F. Gregory, C. B. 


Stumpf, D. S. Walker and C. E. Rea 
were renamed as National association 
members of the disability insurance 


joint committee. 


Welsh Pietce ‘ls Appointed 
by Combined in Pa. 


Welsh Pierce, formerly for many 
years well-known A. & H. manager and 
general agent of.Chicago, has been ap- 
pointed by Combined Mutual Casualty 
of Chicago district manager superior 
policy department for the state of Penn- 
sylvania. He plans to open headquarters 
in Harrisburg. “Mr. Pierce will be in 
charge of the company’s official offices 
there and will have authority to issue 
policies in the field. 

Mr. Pierce most recently has been 
operating his own general agency for 
Combined’s non-cancellable department 
at Chicago. Renewals of that agency 
will be handled by the home office. 





Organize at Amarillo 

At the organization meeting of the 
Amarillo (Tex.) Assn. of A. & H. Un- 
derwriters, Norris Ewing, Travelers, 
was elected president, and W. D. Bart- 
lett, Continental Casualty, secretary. 





“Hoodoo Day” Promotion 


William Byrne, agent of Aetna Life’s 
Gilbert V. Austin general agency in 
Brooklyn, had a “scoop” at the Friday, 
Aug. 13, opening of an exhibit by the Na- 
tional Committee of 13 Against Super- 


stition and Fear at New York City’s 
American Museum of Natural History. 
He distributed free to all comers Hoo- 
doo Day accident sales literature. His 
pamphlets were the only literature 
offered at the exhibit. The week-long 
display featured attacks on common su- 
perstitions, fears and phobias, and was 
well attended. 


To Provide More Care to 
Out of Area Members 


A plan to provide more complete serv- 
ice to Blue Cross members who need 
hospital care while out of the area 
served by their individual plan is to be- 
come effective Jan. 1. 

An inter-plan service benefit bank is 
being organized by the Blue Cross 
Commission to act as a clearing house. 
Each of the 89 Blue Cross plans, now 
serving some 35,000,000 members 
throughout the country, will be invited 
to participate. Plan officials approved 
the bank in principle at their Los An- 
geles meeting last March. The bank 
trustees include: George M. Berry, 
treasurer, and John D. O’Brien, assistant 
director Group Hospital Service, St. 
Louis; John Manion, trustee, and Rob- 
ert Evans, assistant director Blue Cross 
‘Plan for Hospital Care, Chicago, and 
Paul Webb, executive director Associ- 
eee Hospital Service of Maine, Port- 
and. 


Fireman's Fund Indemnity 
Inaugurates A. & H. Program 


Fireman’s Fund Indemnity is an- 
nouncing a new ‘basic accident and 
health program in full page advertise- 
ments in leading insurance publications 
following a series of “teaser” ads. The 
program features “tailor-made” insur- 
ance with the producer fitting the basic 
and optional coverages to individual 
needs. The announcement will be aug- 
mented by numerous follow-up ads and 
mail pieces. 


Half Year Premiums Up 15% 


A. and H. premiums have increased 
15% for the first six months in 1948 
compared to a similar period in 1947, 
according to a tabulation of premium 
income just completed by the H. & A. 
Underwriters Conference. 

If the present trend continues 





the 


= a 
remainder of the year, the total acciden; 
and health premium volume on , 
countrywide basis, exclusive of B 
Cross, should be more than $940 millig, 
at the end of the year, it is stated, 


Jacobson A. & H. Head of 
Jefferson National Life 


Jefferson National Life of Indianapp. 
lis, which has just entered the A. & y 
field, has appointed Frank H. Jacobs; 
superintendent of the A. & H. depart. 
ment. 

Mr. Jacobson has had more than 9 
years’ experience in A. & H. insurance 
the past 10 years with Illinois Banker 
Life in charge of the underwriting ang 
claim departments. He has been actiye 
in International Claim Assn. and A, & 
H. Underwriters Conference. 


CLU. 


Minn. C.L.U. President 


John K. MacKenzie, assistant district 
manager of Prudential, is the new presi- 
dent of ‘Minneapolis C.L.U. chapter; EI. 
lis Sherman, Northwestern National 
Life. is vice-president, and Leonard J. 
Melby, John Hancock, secretary. 




















Organize St. Paul Course 


St. Paul C.L.U. is organizing a study 
class for the coming year, to cover part 
C of the C.L.U. course. Roger B. 
Wheeler of Bankers Life will instruct 
the class in business law, wills, trusts 
and taxation. 





C.L.U. Course at Bridgeport 


The University of Bridgeport (Conn.) 
has just completed its first course in 
insurance, leading to the C.L.U. desig- 
nation. Seven men from Fairfield coun- 
ty took the course. Dr. B. D. Tillett, 
dean of the School of Business Admin- 
istration, was instructor. John M. Fin 
ney, formerly of Bridgeport, who now 
lives in Hartford, supplemented teaching 
of the summer session. Six of the men 
passed part A of the C.L.U. exainina- 
tion, and one part B. 








Alfred E. McNeill, Pasadena, New 
England Mutual district agent, has qual- 
ified for the Million Dollar Round Ta- 
This is the second year he has qual- 
ified. 
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Branch Offices in 


ATLANTA . HONOLULU, T.H. PEORIA 

BALTIMORE INDIANAPOLIS PHILADELPHIA 

BOSTON JACKSONVILLE PITTSBURGH 

CANTON KANSAS CITY PORTLAND, ME. 

CHICAGO LANSING PORTLAND, ORE. 

CINCINNATI LOS. ANGELES PROVIDENCE 

CLEVELAND LOUISVILLE RICHMOND 

COLUMBUS MEMPHIS SAN FRANCISCO 

DAVENPORT MINNEAPOLIS SEATTLE 

DENVER NASHVILLE SPOKANE 

DETROIT NEW HAVEN ST. LOUIS 

GRAND RAPIDS NEW ORLEANS WASHINGTON, D.C. 

GREENSBORO NEWARK WILMINGTON 
SUN LIFE ASSURANCE COMPANY OF CANADA 

Established 1865 z 





the United States 
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LIFE SALES MEETINGS 





Mutual Schedules 
Five Conferences 


Mutual Life will next week begin its 
annual business and educational confer- 
ences. Four regional meetings of the 
National Field Club and a meeting of 
the Top Club will be attended by 627 

men. 
ee oany officials who will attend the 
conferences this month and in Septem- 
ber include President Alexander E. 
Patterson; Vice-Presidents Roger Hull, 
Leigh Cruess, Louis W. Dawson and 
Oliver M. Whipple; E. H.. Wells, 
actuary; Julian S. Myrick and Clifford B. 
Reeves, 2nd _ vice-presidents; Ward 
Phelps, director of training; Richard B. 
Thompson, director of sales develop- 
ment; and D. Briggs, Stanton G. 
Hale, Harry B. Cadwell, and Ben H. 
Williams, divisional superintendents of 
agencies. ; ; 

Panel discussions and addresses will 
cover prospecting and _ sales methods, 
programming, underwriting problems, 
implications for life insurance of the 
new tax laws, business insurance, the 
lifetime plan for agents, public relations, 
and company operations and _ policies. 

he Top Club meets at Mackinac 
Island, Mich., Aug. 30-Sept. 1; National 
Field Club western division, San 
Francisco, Aug. 23-24; central division, 
Chicago, Sept. 9-10; metropolitan and 
eastern divisions, Bretton Woods; N: H., 
Sept. 21-22; southern division, Augusta, 
Ga., Sept. 30-Oct 1. 

Gordon W. Hay,. manager at San 
Francisco, will be host at the two-day 
western meeting. Speakers will include 
the home office officials and Dale Thom- 
as, Sacramento, Donald L. Doose, Den- 
ver, and Jay F. Hale, San Francisco. 


To Present Silver Cup 


The Top Club will have 154 members 
attending. A feature will be the pres- 
entation for the first time of a silver 
cup to the outstanding agent of the 
year on the basis of the value of the 
agent to his agency as judged by his 
participation in agency affairs, assistance 
to other agents, introduction of new 
representatives and other agency ac- 
tivities; his activity and work in com- 
munity and civic affatrs; his participa- 
tion in the National Assn. of Life Un- 
derwriters; and the amount of paid 
business in relation to.the number of 
years he has been an.agent of the com- 
pany. 

Besides a panel of company officers 
and underwriters who will address the 
Top Club meeting, the conference is 
expected to hear two guest speakers: 
Thomas J. Watson Jr., vice-president 
and director of the International Busi- 
ness Machines Corporation and Mutual 
Life trustee, and Denis B. Maduro, tax 
and estate authority. 

Among agents slated to address the 
Top Club meeting are W. L. Porte, 
Washington, National Field Club presi- 
dent, Sam S. Herwitz, Cincinnati, Harry 
R. Schultz, Chicago, Raymond T. 
Maurey, Erie, Alfred Pugno, Grand 
Rapids, Orlyn Robertson, Los Angeles, 
Harry K. Gutman, New York City, and 
Ray J. Mertz, Milwaukee. 

At the central division regional of the 
National Field Club, agents among the 
principal speakers will include K. D. 
Robinson, South Bend, Homer B. Tay- 
lor, St. Louis, Charles C. Shaw, Okla- 
homa City, and Floyd Lee Ballinger, 
Springfield, Ill. There will be 116 at- 
tending. 

One hundred fifty-three club mem- 
ers are expected to participate in the 
discussions of the metropolitan -and 
€astern divisions. Agents who will give 
feature addresses include Shelley S. 
Goren, New York City, Kenneth J. 
Bailey, Albany, Howard E. Barnhill, 
Cleveland, and Junior E. Avers, New 
ork City. 

At the southern Division conference 
agents scheduled to make _ principal 
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speeches include Thomas T. Martin, 
Nashville, Gene Mallard, Washington, 
Frank J. Pajerski, Jackson, and John 
R. Taylor, Charlotte. Ninety-three will 
be present. 


Beneficial’s Leaders Start 
Convention Trek Aug. 27 


Winners of Beneficial Life’s 1948 con- 
vention trip will leave on a 10-car spe- 
cial train from Salt Lake City Aug. 27, 
with stops at Portland, Seattle, Victoria, 
and Vancouver on the way to Jasper 
National Park. At the park there will 
be an all-day trip to the Columbia ice- 
fields. The contest was the company’s 
first to be based on quality factors. 
Points were earned for size of policy, 
insurance kept in force, and ratio of ap- 
plied-for to issued business, and de- 
ducted policies not delivered, lapsed poli- 
cies and applications declined and in- 
complete. M. M. Stewart of Salem, 
Ore., was top scorer, with more than $1 
million of business. 

George J. Cannon, executive vice- 
president; V. H. Smith, vice-president, 
E. P. Watkins, secretary, and W. M. 
Anderson, assistant treasurer, will rep- 
resent the home office. 


B. M. A. to Hold Regional 
Meetings in the West 


Business Men’s Assurance will con- 
duct a series of regional sales confer- 
ences during August and September. 
There will be eight meetings in the west, 
at which the home office will be repre- 
sented by W. T. Grant, chairman, and 
John W. Sayler, vice-president in charge 
of sales. In addition, J. P. Baldwin, 
manager at San Francisco, will partici- 
pate in all the meetings on the west 
coast. 

Subjects to be discussed at the sales 
meetings will include incentives and 
opportunities during the last half of 1948, 
and new company services and sales 
plans. At each of the meetings in the 
west Mr. Grant will present his ideas of 
the sales opportunities in 1948. 








Mutual Trust Agents Meet 
Next Year in Yellowstone 


Mutual Trust’s national convention 
will be held at Yellowstone National 
Park next year in August. It will be 
the first time since 1927 the company 
has planned a visit to the site of its well 
known symbol, “Old Faithful.” Head- 
quarters will be the Old Faithful Inn 
which is located a short distance from 
the famous geyser formation. 

There also will be two regional meet- 
ings for agents who do not qualify for 
the national. 


Pacific Mutual Agents’ 
Assn. to Meet Sept. 6-7 


Pacific Mutual Field Agents Assn. will 
hold a special meeting Sept. 6-7 at Estes 
Park, Col., just before the company’s na- 
tional convention there. Non-members 
as well as members are invited. New 
officers will be elected, present officers 
having served since the organization was 
formed more than a year ago. The as- 
sociation is composed entirely of agents 
and is independent of either home office 
or general agent supervision. C. F. Lin- 














New England Mutual Life men quali- 
fying recently for the Million Dollar 
Round Table include Walter T. McIn- 
tosh, New York City; Edward Felsen- 
thal, assistant general agent in Mem- 
phis; Ignatius J. Diaz, New Orleans; 
and Edward C. Marget, Boston. Mr. 
Felsenthal qualifies for the third time 
and Mr. McIntosh for the second. 
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LIFE AGENCY CHANGES 





Fixa Names Charles Rush 
Brokerage Dept. Manager 


SAN FRANCISCO—Charles D. 
Rush, for the past year in the group de- 
partment of John Hancock Mutual, has 
been appointed manager of the broker- 
age department of John F. Fixa general 
agency of Manhattan Life. Mr. Fixa is 
postmaster of San Francisco but will 
continue with his agency. 

Miss Carmen Gallia is office manager 
and will also visit company agencies on 
the Pacific Coast to develop services. 
She recently returned from New York 
where she worked on Manhattan’s man- 
ual on agency office technique. She is 
president of the National Life Agency 


Cashiers’ Assn. and is completing the 
program for their first annual conven- 
tion in San Francisco, Oct. 11-12. 





Pioneer Mutual Names Two 


D. B. Burton, who has been with 
Pioneer Mutual Life of Fargo since 
1924, has been appointed general agent 
for the Bismarck-Mandan territory in 
southwestern North Dakota. His entire 
career in life insurance has been with 
the Pioneer Mutual. 

Roy R. Trueblood has been appointed 
general agent at Grand Forks to cover 
northeastern North Dakota. He joined 
Pioneer Mutual in 1946 as agent and 





x» *«* * & * 
* 


* 





H.C.ROBERTS 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
+ 

* 


ROANOKE 16, VIRGINIA * 


* 


NATIONAL QUALITY AWARD WINNERS FOR 1948 





C.K. ELLISON, JR. 





D.D. TAYLOR, C.L.U. 


Shenandoah Life 


INSURANCE COMPANY, INC. 


PAUL C. BUFORD, PRESIDENT 


x kk Kk x 
* 


* 
TO OUR 


A.C. LOCHMANN 





WM. W. VAUGHAN 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
x 
* 
x 
x 
* 


* 


~~ ewe keke Ke Ke we kK xk CX 





An Emblem 





Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


Lutherans. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 





of Distinction 











district manager. Before that he was a 


school teacher. 





Mutual Opens Shreveport 
Agency; Goyne Is Manager 


Mutual Life has established an agency 
in Shreveport, its second in Louisiana, 
and has appointed 
R. Percy Goyne, 
former training as- 
sistant, as manager. 
Before being train- 
ing assistant he 
Was assistant man- 
ager of the Little 
Rock agency, 
where he had 
joined the company 
as an agent. He 
entered life insur- 
ance after three 
years of service as 
an army major. Be- 
fore the war he 2 
was for 10 years assistant to the presi- 
dent of Hendrix College in Conway, 
Ark., where he graduated in 1932. 

Mr. Goyne will supervise 28 northern 
parishes. The 36 southern parishes will 
continue under the New Orleans agency. 





R. Percy Goyne 





Franklin Designates Pair 


D. H. Jacobs and W. E. Stanley, Jr., 
have been appointed general agents in 
Durham, N. C., for Franklin Life. Mr. 
Jacobs formerly represented Metropoli- 
tan and Mr. Stanley was with Equitable 
Society. 





Open Albany Group Office 

Prudential has opened a group sales 
office in Albany, N. Y., with Edgar W. 
Nielson, home office representative, in 
charge. The office will serve an 18 
county area in New York state and all 
of Vermont. 

Mr. Nielson attended Polytechnic In- 
stitute and Union college. He served 
with the navy for four years, being dis- 
charged in 1946 as a lieutenant. 





Prudential Raises Strobel 


Prudential has made Robert F. Stro- 
bel assistant district manager in charge 
at Canonsburg, Pa. Mr. Strobel re- 
places Howard E. Keenan who has been 
transferred to Monongahela. Mr. Stro- 
bel joined Prudential in 1941 at EIl- 
wood City. During the war he was 
with the naval air corps. 


Nalle Asst. Pension Director 


Charles C. Nalle has been appointed 
assistant director of the pension plan- 
ning organization operated by the Hays 
& Bradstreet agency of New England 
Mutual Life at Los Angeles. He has 
been assistant agency director and su- 
pervisor of the pension organization. He 
will continue to serve as agency assistant 
in addition to his pension planning work. 


Farrell Heads Cairo District 


James J. Farrell, Illinois field training 
instructor for Metropolitan, has been ap- 
pointed district manager at Cairo, III. 
Mr. Farrell started with Metropolitan 
at Chicago in 1922. In 1925, he was 
promoted to assistant manager in Chi- 
cago, In 1934 he was appointed instruc- 
tor. 








Perry in Long Beach Post 


George Perry has been named general 
agent of Columbian National Life at 
Long Beach, Cal. He formerly was 
with the company at St. Louis. 





Knibbs in San Diego Post 


William Knibbs, III, has been ap- 
pointed general agent of National Life 
of Vermont at San Diego, Cal. Before 
the war he was in the home office and 
following his return from service re- 
= the company at Manchester, 


aX. 


- Smith general agen- 


COMPANIES 


Jens Smith Back 


as Company Man 


LOS ANGELES — Jens Smith, who 
since Feb. 15, 1947, has been a member 
of the Krauel 





cy, Pacific Mu- 
tual Life, in the 
home office build- 
ing, has returned to 
the home office 
staff as manager of 
agencies. 

Arthur C. Krauel 
continues the gen- 
eral agency under 
his own name. 

Mr. Smith has 
been associated 
with the company 
for 35 years. He 
was in the field for many years, most of 
the time as manager of the Chica 
branch office, and then was called to the 
home office, where later he became man- 
ager of agencies. 

In 1947, following the death of Gen. 
eral Agent Wooster Gist, Messrs. Smith 
and Krauel formed a partnership and 
took over the agency. 


Federal Life 
Favorably Examined 


Federal Life of Chicago at Dec. 31, 
1947 possessed assets of $26, 823,933, 
capital was $1 million and net surplus 
$1,470,001. These figures are given in 
the report of an examination that was 
conducted by Illinois, Ohio, Florida, 
Kansas and California. Examiners State 
that real estate holdings have been re 
duced to 4.16% of assets and mortgage 
loans are in excellent condition and 
the bond portfolio consists of a diversi- 
fied selection of high-grade securities, 
Adjustment and settlement of policy 
claims appear to have been effected in 
a prompt and equitable manner. Profits 
under life and A. & H. policies and 
and earnings on investments have made 
possible the continuation of policy divi- 
dends and the scheduled retirement of 
stock under the ‘plan for mutualization. 

There were 340 agents under contract, 
of whom 45 were managers and 12 were 
direct agents. At Dec. 31 there were 
62,612 life insurance policies in force 
and the amount of insurance was $115, 
482,523. 

In the commercial A. & H. depart- 
ment premiums earned were $563,767 
and the loss ratio on an earned and 
incurred basis was 36.75; industrial A. 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 





Jens Smith 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 
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HOME OFPICE—SYRACUSE, N. Y. 
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& H. premiums earned were $149,748 
and the loss ratio was 35.03; newspaper 
accident premiums were $856,292, loss 
ratio 40.65; group A. & H. premiums 
$576,792, loss ratio 57.62; non-can A.& 
H. premiums $149,237, loss. ratio 141.01 
and total A. H. premiums earned 
$2,281,730, losses incurred $1,150,611 
and ratio 50.42. 


~ ASSOCIATIONS — 


Matteson Talks on When 
Man Becomes Obsolete 


B. T. Matteson, San Antonio, general 
agent of State Mutual Life spoke to 
Corpus Christi Assn. of Life Under- 
writers on “When Does Man Become 
Obsolete?” 

He said men become obsolete either 
through old age or through disability 
which comes from other causes. He 
suggested as questions for the prospect, 
what would happen to the standard of 
living for the family should he become 
obsolete, whether he wished the family 
to carry his insurance, and his plans 
for the education of his son and the 
coming out of his daughter. Then he 
would show his investment in protection 
guarantees the carrying out of his plan 
and offers him a profit on money 
invested. 

Ed Hurst told of plans for C. L: U. 
courses to be offered in the Corpus 
Christi Junior College. J. W. Littrell, 
Franklin Life, presented resolutions on 
the death of Joseph Hirsch, Kansas 
City Life district manager. 


Prepare Activities Exhibit 
for St. Louis Meeting 


Joseph Charleville, managing director 
of Life Underwriters Assn. of Los An- 
geles, is preparing an “Exhibit of Activ- 
ities of Life Underwriters Associations” 
from various Cities. 

A loose leaf scrap book for each city 
will contain literature which the associa- 
tion has used or is using, such as post- 
ers, circular letters, membership cards, 
financial forms, booklets, rosters, etc. 
The scrap ‘book for Los Angeles is prac- 
tically completed. Boston, Toronto, 
San Francisco, Chicago and_ several 
other cities have forwarded their litera- 
ture. 

This exhibit will be displayed at the 
coming annual convention of the Na- 
tional association at St. Louis and will 
form part of the agenda for the secre- 
taries section meetings. 

















Round Table in Charge 


Members of the Texas Leaders Round 
Table were in charge of the program of 
San Antonio Assn. of Life Underwriters. 
W. J. Schnabel, Jefferson Standard, 
chairman, presented certificates to new 
members and a life membership plaque 
to Milton Fischer, who has been a 
member each year since the organiza- 
tion of the group. Mr. Fischer, Emanuel 
Welsch, Sidney Weidermann and 
Weldon Carver spoke for the Round 
Table. 

Jack Foster, Reliance Life, chairman 
of military affairs committee, paid tri- 
bute to the work of the late Clyde 
Chaddick which won the respect and 
Cooperation of officers at the military 
posts in the San Antonio territory. He 
told of plans now being arranged for 
clearing matters concerning writing 
zesiness on a post through once central 

ce, 


Detroit Assn. Directory 


The Detroit Life Underwriters Assn. 
has issued its 1948 directory, a 68-page 
book compiled by the women’s group of 
the association. Mrs. Alberta Light, 
former head of the women’s group, was 
chairman of the directory committee. 

he directory contains data on the 

ichigan association, the Michigan Life 
aders Round Table, as well as on the 
etroit association, and its six related 
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organizations: the women’s group, the 
managers, C.L.U., Life Insurance & 
Trust Council, cashiers association and 
advisory council. 





Dates for Regionals in 
Chicago Announced 


Dates for the annual regional educa- 
tional conferences of Chicago Assn. of 
Life Underwriters have been set for Oct. 
19, 20 and 21. One each will be held 
in the south, west and north sections 
of the city. Hotels to be headquarters 
have not been announced. 

The committee in charge consists of 
Charles W. Calhoun, John Hancock, 
chairman; Henry Perl, Metropolitan, co- 
chairman. 

The conferences will be from 2 to 4 
p.m. and there will be several noted 
speakers. 


Heads L.U.T.C. Course 


H. B. Casdorph, manager Metropol- 
itan. Life, will head the Life Underwrit- 
er Training Council course to be given 
in Indianapolis this fall under sponsor- 
ship of the Indianapolis Life Under- 
writers Assn. Classes will be given at 
the Y.M.C.A. beginning Oct. 15. Ivan 
V. Snyder, educational director of In- 
dianapolis Life, is chairman of the 
local L.U.T.C. committee. 








Wants Separate Department 


J. T. Weir, president of Georgia Assn. 
of Life Underwriters, says that “Georgia 
needs a full-time insurance commission 
with a full-time head, and the state in- 
surance code needs bringing up to date.” 

Mr. Weir also believes that the state 
needs a license law for qualified pro- 
ducers. 





Richmond—James D. Hawkins, Provi- 
dent Mutual, and J. Ewing Walker, Life 
of Virginia, have been named delegates 
to the N.A.L.U. annual meeting. 

San Jose, Cal.—The association is hold- 
ing its annual “stag” outing at La Rin- 
conada Country Club, Los Gatos, Aug. 26. 

San Francisco—Homer E. Anderson, 
New York Life, newly elected president, 
is preparing a new type of programs for 
the coming year, starting in September. 
He plans to stress the public relations 
theme, bringing in leading business men 
to discuss various problems of industry 
and also endeavoring to give them a 
closer view of life insurance. 

East Florida—Walter Smith, agency 
vice-president of Peninsular Life, was 
principal speaker at the monthly meeting 
at which the new officers were installed. 
R. A. Thweatt, outgoing president, pre- 
sided. Plans for the state convention to 
be held in Jacksonville next year were 
discussed. 

Marianna, Fla.— Walter Miller has been 
elected president, Edward R. Davis and 
William Franklin, vice-presidents; T. W. 
Ritter, secretary; Wesley Bush, treas- 
urer. L. E. McCutchin, new president of 
the Florida association, who is now lo- 
cated in Pensacola but previously resided 
in Marianna, was guest speaker. 

Austin, Tex.—“I Like My Job” was the 
theme of John J. O’Brien, Austin, indus- 
trial manager of John Hancock. He said 
he began work on a country debit and 
that his experiences in the country gave 
him information which enables him bet- 
ter to analyze the situation of a prospect 
as relate to life insurance needs. 

He said the agent must come to know 
when the prospect needs industrial in- 
surance and when he needs ordinary. In 
every territory there are several hundred 
people who work and receive their pay 
weekly or monthly and who are much 
better prepared to buy industrial than 
ordinary insurance. 

A. L. White, Ohio National Life, has 
been elected delegate to the St. Louis 
convention, 

Joplin, Mo.—Edward Barani was elected 
president to succeed Ivan Chubb; vice- 
president Byron Replogle, Carthage, and 
Mrs. Ethel Kirkley, Joplin, secretary. 

Indian River, Fla.—C. A. Smith, assist- 
ant state manager, and R. B. Walker of 
Hollywood, Fla., both of New. York Life, 
were speakers. 








Charles W. Swartwood of the eastern 
Pennsylvania division of Franklin Life, 
sold 106 cases within 99 days. 








The average age of our official 
family is only 46. 
THE OHIO NATIONAL 
LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 
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Operations Audits Gaining Favor 


(CONTINUED FROM PAGE 4) 





partments. All three systems were in- 
dividualiy good—but two of them were 
not necessary. 

Mr. O’Toole and his associates do not 
accept engagements premised solely on 
the idea of reducing expense. However, 
in every case their work has been re- 
garded by the client company itself as a 
highly profitable investment. In gen- 
eral, due to the dynamics of company 
change and growth, operating changes 
are of maximum value for about a five- 
year period. Thereafter, changed con- 
ditions tend to detract from the effec- 
tiveness of the established procedure. 
Yet some companies are burdened today 
with operating patterns that were estab- 
lished 10, 20 or even 30 years ago. 

Most companies have a good deal of 
the raw material available for effective 
cost comparison. As an_ illustration, 
there are the clerical operating expenses 
of branch offices and general agencies. 
Company J had two branch offices han- 
dling an almost identical volume of new 
business and renewal business. Yet one 
branch office had a clerical expense ratio 
that was twice as high as the other. 
This was due entirely to the difference 
in procedures, office layout and organi- 
zation within these two branch offices, 
and the disclosures of this fact helped 
to bring about improvements in the 
branch office that had the poorer show- 
ing. A comparison of a similar nature 
could be made by many companies, with 
perhaps as interesting a result. 

Alertness to cost factors is impor- 
tant in any activity, but especially neces- 
sary whenever an expansion program is 
under way. In one accident and health 
company a budget of $50,000 had been 
set up, to be spent over a five-year 
period, for the development of a certain 
territory. The market potential had 
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been determined simply by checking the 
volume of business competitive compa- 
nies had been writing in that area. How- 
ever, a review of government and trade 
association reports indicated that much 
was wrong with this territory. Soil ero- 
sion had hurt it. A long drought was 
predicted. According to a federal re- 
serve bank release, credit was greatly 
over-extended in relation to the real in- 
come of the territory. Manufacturing 
had been hit so hard by freight rate 
changes that factories were moving out. 
Consumer sales were down. Bank sav- 
ings were declining. It was interesting 
to note that shortly after this company 
decided against entering the territory, 
several of its competitors pulled out. 
Analysis of personnel administration 
is one of the most difficult phases of 
the audit. What the consultant 
seeks to determine is evidence of any 
need of job evaluation instal- 
lation or improvement; indications of 
placement technique; status _ of 
employe training; employe morale and 
attitudes; employe benefits and _facili- 
ties; development of job specifications 
and hiring practices and other basic per- 
sonnel practices. 
Not Up to Full Capacity’ 


All of these practices have a very real 
effect on the productive capacity of the 
employe. From his firm’s experience 
with aie ge in all parts of the coun- 
try, Mr. O’Toole estimates that the av- 
erage home office employe works at 
from 50 to 65% of his true productive 
capacity. He was quick to emphasize 
that this is not the fault of the employe. 
He said that he had yet to meet a really 
lazy clerk. Faulty personnel practices 
(which set up psychological blocks) and 
faulty organization and_ procedures 
(which set up mechanical blocks) are 
responsible for this relatively low ratio 
of actual to potential performance. 
These factors are not the responsibility 
of the employe but of top management. 
The failure of any employe on any job 
is a failure on the part of top manage- 
ment, conversely, the success of any 
employe on any job is the success of 
top management. Obviously, there are 
many more successes than there are fail- 
ures. But .there is still much room for 
improvement. 

But while it is important to adopt 
sound and humane personnel practices, 
it is necessary to administer them in 
the light of the company’s obligation 
to policy holders, stockholders and other 
employes. It is sometimes possible to 
go to unhappy extremes in this regard. 
Sometimes mistaken kindness works a 
real hardship on the very person who is 
intended as its beneficiary. A case in 
point is “Joe.” 

Job Inflated 

Kindness didn’t help Joe, an ex- agent 
crippled with arthritis, who was given 
a job posting medical fee vouchers. The 
executives wanted to “take care of Joe” 
who, while loyal, had never been a par- 
ticularly good agent and had no finan- 
cial resources. 

Joe was highly paid in relation to the 
work, and was quick to realize it. So 
he gradually increased his operations 
until, ten years later, he was producing 
what were probably the most involved 
analyses of medical fees in the history 
of the insurance business. More to the 
point, he now had each agency submit- 
ting periodic reports to him and was 
using the full time of two employes and 
the half time of a typist. These re- 
ports were almost entirely useless, and 
Joe knew it. (He said later that he was 
literally in terror of the day when his 
work would be eliminated and he would 
be out of a job.) At the time this oper- 
ation was analyzed, the total cost of 
“Joe” (and his group), plus the clerical 
time spent in the field, was about $10,000 
per year. 

This was easy to solve::as: a pro- 
cedural problem, but not so easy as a 
personnel problem. “Joe” was placed on 
the inactive list at a reasonable salary, 


and is happy for the first time in years; 
the company has reduced its operating 
expenses with no loss in essential serv- 
ice. As always, this personnel problem 
did not solve itself; it had to be solved 
by executive decision. And it is unfor- 
tunately true in cases of this type that 
the executive does not have a choice of 
actions that will avoid hurting some 
person or group. The only choice be- 
fore him is which person or group will 
be most affected by his decision. In 
this regard he must be guided by the 
company’s over-all interest. 

There are two major faults which are 
present with greater frequency in com- 
pany salary policies than any others, 
Mr. O’Toole indicated. One of these 
concerns seniority; the other, “secrecy” 
of payroll data. 

With regard to seniority, many com- 
panies fail to appreciate the damage 
they do to themselves, to their operating 
expense ratios, to employe morale and 
attitudes and to their personnel admin- 
istration in general by a policy of tying 
salary increases mainly to length of 
service. A glaring example was the 
case of a typing section with an elderly 
clerk near retirement age. She had the 
poorest production record of all of these 
employes, both on quality and quantity. 
Yet she was paid more than any person 
in the section, including her supervisor. 
It was not surprising to find a generally 
unsatisfactory morale situation in that 
unit, with high turnover and substand- 
ard work performance. 

The second point, relating to “‘se- 
crecy” in salary data, is of similar im- 
portance. No company need be under 
the illusion that its clerical staff is not 
informed with reasonable accuracy of 
the salary situation. And yet the lack 
of published, official data can lead to 
serious consequences. The experience of 
one company illustrates this very well. 

After the war this company hired a 
young man just out of military service. 
He was brash, flippant and not at all a 
good worker. Soon he realized there 
was little opportunity for him in the 
organization and decided to quit, but 
thought he would amuse himself at the 
expense of the company. So at lunch- 
eon, in the hearing of fellow employes, 
he proclaimed: “If this outfit thinks I’m 
going to stay here at $200 a month 
they’re crazy. I’m going to the factory 
for $250.” 

He was not earning $200. But he was 
a good enough actor to convince several 


employes who had more responsible jobs 
and greater service, but who were not 
earning $200 a month, As a result, that 
company had to “talk fast” to avoid los- 
ing seven good employes. The cor. 
pany hustled the troublemaker off the 
premises, but not until he had created a 
real problem for them. : 

The best policy is for a company to 
have a fair, equitable, formal salary sys- 
tem. Beyond that, this policy and sys- 
tem should be published to all erhployes, 
Anything less than that, Mr. O'Toole 
is convinced, will weaken the confidence 
of the employes in this most basic ele. 
ment of employe-management relation- 
ships. It is even more important that 
this policy be carried to the executive 
level, since the company has a propor- 
tionately greater stake in any single ex- 
ecutive than in any single employe, 
Above all else, the entire salary plan 
should be fair—and those to whom it 
is applied should be convinced of its 
fairness 


Human Relations 


O’Toole Associates place equal em- 
phasis on both the human relations and 
technical aspects of their work. Before 
starting any work with a new client 
company, they require that the entire 
executive and clerical staff be informed 
fully on the nature of the engagement. 
Certain publicity material is released to 
the personnel, which is designed to con- 
dition favorably employe attitudes to- 
ward the study. In this material it is 
emphasized that O’Toole Associates are 
insurance planning men, not “efficiency 
experts”; that they come as friends and 
advisers, not as critics; that each em- 
ploye will be a part of the study fo the 
greatest possible extent; that the study 
does not reflect dissatisfaction by the 
top management with the work of the 
employes, but is merely one more pro- 
gressive step in the organization’s con- 
tinuous program for self-improvement; 
that an important result should be a 
better appreciation on the part of direc- 
tors of the loyal efforts of both officers 
and employes. 

When the members of the O’Toole 
firm arrive at the company, this fact is 
announced to all employes, together 
with their location and telephone ex- 
tension. From that point on, the con- 
duct of the study gets on in accordance 
with a well-developed pattern that has 
been used with considerable success in 
over 20 life and A. & H. companies. 














RETIREMENT INCOME ENDOWMENT AT 65 
Male Age 35 


$477.70 Annual Deposit 


$10,000 (or cash value if greater) insurance 
$100.00 Guaranteed Monthly Income at 65 (10 Yrs. Certain) 
$27.68 Additional Income from Accumulated Dividends* 


End of Year Guaranteed Cash Value *Acc. Dividends 
5 $ 1,631.50 $ 234.00 
10 3,746.30 654.00 
20 8,941.40 2,083.00 
30 15,870.00 4,394.20 

A BRIEF SUMMARY: 
Guaranteed Cash Value at 65...........ccccceceecs . «$15,870.00 
Total Deposits to Age 65........... ieldoreiche SaWed Cagep -- 14,331.00 
Guaranteed Profit Plus Protection........... Re sagieitiee --$ 1,539.00 
*Accumulated Dividends at 65..............eeeeee- wees 4,394.20 


Total Profit Plus Protection............ A RN 


"Based on Present Scale, not guaranteed. 





w++eee8 5,933.20 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 
Chicago 


One of the Lowest Net Cost 
Companies in the United States 
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The expected decrease in the sale of 


more cooperative relationship between 
agent and manager, according to a num- 
her of general agents and managers. 
Although this downward trend has not 
yet occurred to any great degree the 
majority of insurance men realize it is 
inevitable and will probably take place 
within the next year or two. Increasing 
lapse rates and surrenders are strong 
indications of that is going to happen. 
Qne company, in its year-end report, 
announced that it had dropped from 
92% to 84% in second year persistency 
in 1947. 


Agents May Quit Business 


Many managers fear some agents will 
leave the insurance field if commissions 
continue to decline and enter some busi- 
ness that is remaining at a high level 
of productivity and is still paying war- 
time wages. This is especially true of 
younger agents who have not had the 
opportunity to establish themselves in 
the business and would not be able to 
support themselves or their families if 
business took a sharp drop. Unfortun- 
ately too few managers paid enough at- 
tention to new organization during the 
lush years because with so much idle 
money floating about almost anyone 
could sell insurance with little trouble. 

Many of the new men hired during the 
war and reconversion lack the emotional 
and intellectual stability to develop into 
worthwhile producers and they must be 
weeded out’ as rapidly as possible. The 
only way these individuals can be 
gotten out of the business before they do 
harm to both themselves and the field 
is for the manager to keep a much closer 
watch on his men than he has in the 
past. 

Some managers, by their own admis- 
sion, are completely in the dark as to 
the selling methods employed by their 
men, They don’t know if lead letters are 
heing used, if home office material is 
being utilized, if the agent is working 
consciously to improve his techniques 
and to pass the C.L.U. examinations, or 
if the agent is devoting full time to his 
job or is merely working hard enough 
to make the amount of money he de- 
sires. 

These fundamental things are not 
known by managers because their agents 
have ‘been on a self-sufficient and self- 
sustaining basis recently and close work 
with them has not been considered nec- 
essary. Unfortunately, although most 
managers realize these things to be true, 
too few managers are taking any posi- 
tive steps to clear up the situation. 
Concentration on agency teamwork 
will be an invaluable aid in maintaining 
an office with good production and high 
morale. The general agent must return 
to the position of being the guide, 
counsellor and friend of every agent in 
his office. That means he should take 
more interest in the agent’s personal 
‘situation, his financial setup and even 
his domestic life. The manager should 
get together with the agent and talk 
over the particular problems that are 
met in each selling case and help in 
both an advisory and active capacity. 
Some general agents feel that they 
should sit in with their agents whenever 
adeal is being brought to a close. 











Mtractive income available for well qualified 
gency director with background of successful 
fe agency and supervision. Our Company 
tes unusual contacts for building a very large 
Yolume of new business. Funds are available 
et expansion prog Give full particulars 
acuding photograph. Write Western National 
life Ins Company, P. O. Box 871, Ama- 
ill, Texas, Attention: Mr. Edw. C. Shaw. Vice 
hesident. 
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;nsurance is going to necessitate a closer, . 


Closer Relations Between 
Agent and Manager Needed 


Many managers sit down with their 
agents at the beginning of the year 
and plan individual selling programs 
with them, basing the program on the 
amount of money the agents desire to 
make during the year. Discussion 
groups where agents can talk over new 
and revised sales ideas will fit in very 
well with the individual budget planning 
because the men may acquire additional 
selling methods that will enable them to 
increase their expected production. 

In the case of larger agencies, when 
there are 35 to 50 field men, the mana- 
ger must take the utmost caution in 
choosing his assistant managers and 
agency assistants because it is these men 
who will have direct supervision over 
the individual agent. 

Closer contact between the home 
office and individual agent is very im- 
portant in improving morale. Too many 
agents feel that they are entirely sepa- 
rate from the home office and do not 
realize that they are members of one 
integrated group whose headquarters is 
the home office. One way to bring about 
more personal relationship between the 
two is for the manager to stress the 
importance of the advertising, literature 
and educational booklets that the home 
office supplies to its field representatives. 


Severity of Situation Realized 


The home office realizes the severity 
of the situation far more than it did a 
few years ago and is doing its best to 
remedy it. Tax experts have been em- 
ployed to teach agents about tax prob- 
lems and business insurance, more at- 
tention is being paid to the C.L.U. and 
many companies pay part of textbook, 
chart and reference material cost and 
all of the examination fees, the quality 
of public information material has been 
improved to a large extent and a great 
deal of improvement has been made in 
training methods. 


Boom Days Are Over 


Managers believe they should concen- 
trate on getting agents to realize that 
the boom days are almost over and that 
selling conditions will soon be what they 
were before the war. The men should 
be shown how to plan accordingly if a 
general exodus of agents is to be avoided 
in the near future. If general agents and 
agents become more interested in one 
another’s problems a far better esprit de 
corps will result and the manager will 
again become the leader and the one 
to whom his agents will look for motiva- 
tion and counsel. 


—_—_—— 


Ky. Medics Vote on Plan 


LOUISVILLE—When the Kentucky 
State Medical Assn. convenes at Cin- 
cinnati, Sept. 27-30, it will vote on a 
surgical-hospitalization plan which has 
been proposed by one of its committees. 
The organization had rejected a pre- 
viously submitted plan for surgical only. 
The proposed plan offers fixed cash 
indemnity for each service with the 
patient paying the difference if the 
doctor charges more than the schedule. 
There are two premium plans suggested, 
the one calls for $1 a month for single 
persons and $2 a month for married 
couples. The other would be 90 cents 
a month for single persons, $1.90 for 
a married couple and $2.20 a month 
for couples with dependents. Hospital- 
ization at $3 a day up to 30 days could 
be tacked on by additional premium 
of 25 cents a month. It is to be decided 
whether the association would admin- 
ister the plan or choose an established 
agency to do so. 





The Los Angeles agency, headed by 
G. A. Sattem, led Mutual Life in vol- 
ume for July. Boston was second, and 
Chicago (Persons) third. 





CROWN LIFE POLICIES 
ARE BECOMING 
INCREASINGLY POPULAR 


Because Crown Life policies are flexibly 


designed to satisfy today’s require- 


ments. This special effort to fill the 


needs of today sold more policies in the 


United States last year than ever before. 


A record attained solely on merit. 


CROWN LIFE 


Established 
1900 


INSURANCE COMPANY 


Home Office 
Toront Canada 


The Crown Life is now licensed to operate in 
Alaska—California—Hawaii— Idaho—Indiana 
— Louisiana — Michigan — Minnesota — 
Missouri—New Jersey—New Mexico—North 
Dakota — Ohio — Texas — Washington. 








LANDMARKS 


of 


DISTINCTION 







Lighthouses at Cape Henry, Virginis — 
the old one being first established by the 
Onited States Government on the Atlantic 
Seaboard. 
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Organized 1899 
RICHMOND, VIRGINIA 


Directing the Way Toward Financial 
Security Since the Turn of the Century 
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LEGAL RESERVE FRATERNALS 





Give Programs for 
N.F.C. Sections 


Programs for the annual meetings of 
two sections of thhe National Fra- 
ternal Congress Sept. 28 in the William 
Penn Hotel, Pittsburgh, just preceding 
the annual convention of N.F.C., were 
announced this week. Mrs. Clara B. 
Cassidy, president, of the Secretaries 
section, who is national secretary of 
Woodmen Circle, Omaha, announced 
that session will open,at 10 a.m. with the 
singing of “America” and pledge of 
allegiance to the flag which are com- 
mon rituals in fraternal gatherings. 

A memorial will be read for Miss Erna 
M. Barthel, former secretary of Royal 
Neighbors, Rock Island, IIl., and Mrs. 
Kate Holmes, former secretary of 
Degree of Honor, St. Paul, by Mrs. 
Clara B. Bender, secretary of Degree 
of Honor and a past president of N.F.C. 
After appointment of committees by 
Mrs. ‘Cassidy, Mrs. Dora A. Talley, head 
of Woodmen Circle, past president of 
the Secretaries’ section and of N.F.C., 
and T. W. Midkiff, head of W.O.W., 
Denver, and president of N.F.C., will 
extend greetings. 

Judge W. C. 


Braden, secretary of 


Woodmen of the World Life, Omaha, 
will talk on “Let’s Be Fraternal,’ and 
Otto Hanson, secretary Independent 
Order of Svithiod, Chicago, on “Your 
Relationship to Yourself.” 

Secretary-treasurer George H. 
Crowns, secretary of Catholic Order of 
Foresters, will render his report, com- 
mittees are to report, and then the offi- 
cers will be elected and installed. 

John P. Stock, president of Macca- 
bees, Detroit, is vice-president of the 
section and is slated to be advanced to 
president. Mrs. Susan Matuscak, secre- 
tary First Catholic Slovak Ladies Union, 
Cleveland, is past president of the sec- 
tion and a member of the executive 
committee, which also includes J. H. 
Abrahams, secretary Security* Benefit, 
Topeka, and Fred C. Mueller, Lutheran 
Brotherhood, Minneapolis. 

The Law section program, which is 
nearly complete, is: 


Greetings from President E. W. Dillon, 
United Commercial Travelers, Columbus. 

Report of Secretary-treasurer George 
H. McDonald, Modern Woodmen, Rock 
Island, Ill. 

Address—Reminiscences,” De E. Brad- 
shaw, chairman Woodmen of the World 
Life, Omaha. 

Discussion. 

Address—“Municipal Government,” Ed. 
J. Jeffries, Jr., general counsel, Macca- 
bees, Detroit. 
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LORD BALTIMORE 
of BALTIMORE Street 


an address favorably known to 
millions of travellers 


Just a step from where you want to 


go—from the shopping, business, 


financial or theater districts. 


700 





rooms—each with tub-shower com- 


bination and radio—comfortably ap- 









pointed, immaculately maintained— 
and Maryland cuisine to delight the 


epicure. Convenient garage facilities. 








LORD BALTIMORE HOTEL 


H. Nelson Busick, 
Managing Director 


BALTIMORE AND HANOVER STREETS, BALTIMORE 3, MD. 
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PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


S. H. HADLEY, Supreme President 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 





Discussion. 

Address—“Some Aspects of Canadian 
Insurance Law,” Robert Bigelow, general 
counsel, Independent Order of Foresters, 
Toronto. 

Discussion. 

Address, Bresci R. P. Leonard, attor- 
ney, Pittsburgh. 

Discussion. 

Election of officers. 


Modern Woodmen Makes 
Shifts in Field Force 


Modern Woodmen has appointed two 
new state managers, G. H. Murphy of 
Burlington, Ia., for North and South 
Dakota and C. L. Mitchell for Washing- 
ton. 

Mr. Mitchell, who has been district 
manager in Wisconsin, succeeds W. H. 
Tyer, veteran field man of Modern 
Woodmen, who has been state manager 
of Washington since 1921. Mr. Murphy 
replaces Hugh A. Hamilton, state man- 
ager who resigned July 1. 

Mr. Murphy has been with Modern 
Woodmen in the field since the middle 
of 1944, being district manager in Iowa 
and having a good production record. 
Mr. Mitchell has been with the society 
in the field since late in 1946 and pre- 
viously for 18 years was in the head 
office at Rock Island, IIl., associated 
with the auditing department. He en- 
tered the field as district manager in 
Arkansas and later became a_ special 
agent in Illinois before being assigned 
to Wisconsin. 

Mr. Tyer had been with the society 
since 1909 when he became Idaho state 
manager and has been a member of 
the society since 1900. 

A number of field resignations also 
were announced: J. K. Wolverton, 
Miss.; S. T. Davilla, Alabama, and J. 
A. Cobb, Georgia, all state managers. 
Mr. Wolverton has been manager in 
Mississippi since last November and Mr. 
Cobb, Georgia field chief since late in 
1946. Mr. Davilla had been Alabama 
manager for four years. 


A.O.U.W. of Kansas to Have 
Field Congress Sept. 3-4 


A.O.U.W. of Kansas will hold a con- 
gress at Manhattan Sept. 3-4, of repre- 
sentatives from Winnipeg, British Co- 
lumbia, Washington, Minnesota, West 
Virginia and Oklahoma, as well as 
Kansas. This is a voluntary association 
whose purpose is to compare ideas of 
the state organizations and forward the 
betterment and advancement of the A.O. 
U. W. organization in general. 

The program includes discussion of 
management, including “Combating In- 
creased Operating Expenses” and “The 
C. S. O. Table of Mortality;” field sub- 
jects, such as “ Traveling Field 
Force” and “Prestige Building,” invest- 
ments, under “Diversification of Assets” 
and “Construction Mortgage Loans;” 
fraternal topics, including ‘Obligation of 
Grand Lodge in Promoting Local Lodge 
Activity” and “Proposed Legislation Af- 
fecting Fraternal Insurance.” <A general 
forum will follow, with discussion of 
common problems. 

Edgar Bennett, grand master work- 
man, will preside. 








Compete for Convention Trip 


Field representatives of Modern 
Woodmen in July and August conducted 
a membership campaign with a nation- 
wide quota of $5,595,000 in new business, 
in an effort to qualify for a free vaca- 
tion trip of three days at King’s Gate- 
noi Land O’ Lakes, Wis., in Septem- 
Der. 





Spencer in Colorado Field 


Gifford Spencer has been appointed 
by Junior Order United American Me- 
chanics as membership organizer in 
Colorado and will concentrate in Colo- 
rado Springs and the southern part of 
the state. He has been a member of 
the order for 40 years and is a past 
state councilor, and for several years 
has been a national representative and 
deputy for the Colorado state council. 


Directs Refinements in 
Polish National Systems 


The report of an examination of Po. 
lish National Alliance of Chicago thy 
was conducted by Illinois, Nebraska an 
Ohio has been released showing asge, 
at June 30, 1947 of $43,939,044, cer, 
tificate reserves $38,225,633, special and 
contingency reserves $2,701,942 and yp. 
assigned funds $1,610,750. 

Insurance Director Parkinson of [jf. 
nois in a covering statement declares 
that the general accounting system mug 
be maintained in accordance with the 
provisions of the insurance code, by 
he stated that subsequent to the dat 
of the examination, the accounting sys. 
tem was being modified and changed ty 
meet the requirements. Securities hel 
in escrow must be reported in future 
financial statements and_ the officers 
have agreed to follow this order. The 
immigration home must be disposed oj 
as soon as a favorable market develops, 
Certificate loans must be made on ap 
equitable basis. Mr. Parkinson states 
that the society is now installing a sys. 
tem of accounting for certificate loans 
that will eliminate over-loans and any 
discrimination among members. Ae. 
counting records must be maintained for 
organizers’ commissions so that the ac 
crued commission liability can be as- 
certained. 

The examiners state that Polish Na- 
tional Alliance is prompt in payment of 
death claims where the beneficiary js 
easily determined. Where the beneficiary 
is a minor or not easily located, the 
society has made very little effort in the 
past to discharge its liability. Subse. 
quent to the date of the examination, a 
program of follow-up was inaugurated 
to locate and determine and pay as many 
legal beneficiaries as possible. 

I. K. Rozmarek is president. The field 
organization at the time of the examina- 
tion consisted of 51 full time represen- 
tatives and 525 part time. There were 
301,697 certificates in force and the 
amount of insurance was $192,866,621. 


No. Amer. Union Meets Soon 


North American Union Life of Chi- 
cago will hold the triennial meeting of 
its supreme council in that city Sept. 
16-17. It is expected George E. Cobb, 
president, and H. H. Witt, secretary, 
and most of the other officers will be 
reelected. 


Vail Mich. Congress Head 


Boston L. Vail has been elected presi- 
dent of the Michigan state congress di 
Ben Hur Life. He is a veteran member 
of Fort Court 130 of Ben Hur, who 
has resided in Detroit since 1915, con- 
nected with the street railways, and was 
a superintendent until 1940 when he re- 
tired. 











Enjoys Business Increase 


Lutheran Brotherhood reported $3, 
176,127 new issued business in July, a 
net increase of nearly $43,000 over July, 
1947, but for the seven months total 
business was $25,703,928, a gain of 
$2,124,272 over the same period last 


RECORDS 


BANKERS LIFE OF IOWA—July busi- 
ness totaled $14,235,820, of which $12,019,- 
321 was ordinary, a gain in ordinary 
sales of nearly 5%. Production for the 
first seven months totaled $87,571,720, of 
which $70,174,200 was ordinary insurance. 
Life insurance in force stood at $1,332,- 
940,187 July 31, up $51,017,641. 

SECURITY MUTUAL, NEB.—Increased 
its business in July by $178,000 over July, 
1947. Nebraska had a 7% increase, South 
Dakota 8%, Oklahoma 62%, North Da- 
kota 250%, Colorado 30%. 

















Some 40 students are scheduled to 
enter the advanced phase of the South- 
ern Methodist course on Aug. 30. The 
next intermediate phase will open Sept. 
18. 
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Hope to Clean Up Tax on Deferred Pay 


(CONTINUED FROM PAGE 3) 





method and why it should be entirely 
thrown out in order to qualify the con- 
tract for tax purposes.” 


Many Specify 55 or 60 


It is also hard to see what interest the 
government should have in the age at 
which an employe must retire. Many 
such contracts have been written for re- 
tirement at 60 or even 55, and not at 65 
as specified in the bill. ; 

The business objects to the require- 
ment that payments be made “from re- 
tirement to death.” Probably from 50 
te 75% of contracts in force provide 
payments for a specified number of 
years after retirement, usually 10, 15 
or 20. What interest has the govern- 
ment in specifying a period of years? 

The industry can be expected to fight 
jor elimination of the severe restrictions, 
when the legislation is rewritten. 

In general, the U. S. Tax Court has 
held that if a recipient’s rights in a de- 
ferred compensation contract are forfeit- 
able (for example, it might be voided if 
the executive or key man went with a 
competitor), then the deferred compen- 
sation is not taxable to the recipient in 
the year when the first installment is 
payable. Naturally the installment idea 
must be a part of such a contract; other- 
wise it becomes due at one time, which 
has the effect of a constructive receipt. 

The philosophy of the tax authorities 
and the tax courts seems to be that if the 
contract is forfeitable for certain rea- 
sons, then the employe may not get 
the money and there is a logical reason 
for not taxing it except as it is re- 
ceived. 

As Mr. Dundas explains, the con- 
tracts often are used to provide key 
employes with retirement income be- 
cause it is difficult for executives to ac- 
cumulate enough to furnish retirement 
income commensurate with the earnings 
they have had in business life. Another 


Sor 
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Accident and Health insur- 
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thing the contract does is to provide key 


man insurance to the corporate employer - 


on the executive for whom the contract 
1s written. 

If a corporation contracted to pay de- 
ferred compensation to an executive of 
$10,000 a year for ten years ($100,000) 
who died after five years, $50,000 would 
go to his family, in installments, which 
leaves $50,000 for the corporation as 
key. man insurance. Since this is re- 
placement value insurance, the $50,000 
would not be taxable to the corporation. 


Typical Plan Given 


A proposed deferred compensation 
plan for Mr. Blank, though large, is 
typical of such plans. He is head of a 
large and prosperous corporation, chiefly 
responsible for its continued prosperity. 
His total compensation for a certain 
year was approximately $150,000, made 
up roughly of $35,000 salary, an employ- 
ment contract of about $115,000. His 
federal and state income taxes for the 
year were about $100,000, approximately 
two-thirds of his compensation. Thus 
neither he nor his family gets much out 
of the top $100,000. 

The solution to this problem falls into 
three parts. The first step is to in- 
crease his salary to around $60,000, de- 
pending on his needs and wishes. The 
second is to revise, under expert legal 
counsel, his present employment con- 
tract whereby the balance of his earned 
compensation would be deferred until 
his retirement or death. On retirement, 
the corporation would pay him whatever 
excess he had earned over salary in 
equal annual installments for an agreed 
upon period of years—10, 15, 20 or for 
life. If he dies in service, the employ- 
ing corporation would pay his family in 
a similar manner. If he dies after re- 
tirement before deferred parents are 
completed, his family would receive the 
balance. 

As a third step, if he is insurable, the 
corporation should protect itself against 
liability for deferred compensation b 
insuring his life, and protect itself 
against temporary loss in efficient man- 
agement due to his possible death while 
in service. This would serve to indem- 
nify the corporation until management 
adjustments could be made. 


Results for Employe 


If such plant were set up, the results 
would be several. 

For Mr. Blank there would be little if 
any loss in current net income after 
taxes since his basic salary could be ad- 
justed to any degree desired. He would 
have approximately $100,000 net annual 
savings for himself and his family at 100 
cents on the dollar. On retirement his 
income tax brackets would be much 
lower than they are, due to reduced in- 
come. If he dies in service, his family’s 
financial problems would automatically 
be solved. 

The corporation would have an ex- 
pense deduction for income tax pur- 
poses, when the deferred compensation 
actually is paid to Mr. Blank or his 
family. If Mr. Blank is insurable and 
dies in service the corporation auto- 
matically is indemnified against “reason- 
able financial loss to the business occa- 
sioned by the death of a key man.” For 
this purpose, 10 years income ordinarily 
is considered a fair basis for “reason- 
ableness,” which would establish the 
amount at approximately $1,500,000. 
The premiums paid by the corporation 
are a non-deductible expense for income 
tax purposes, but the proceeds of the 
key man insurance, in the event of Mr. 
Blank’s death or through recovery of 
cash values, are non-taxable income to 
the corporation. Nagi 

Cash values of the insurance are liquid 
reserve on call by the corporation at any 
time. The corporation spends hundreds 
of thousands of dollars insuring against 
loss of equipment, plant, products, pat- 
ents, labor liability, etc. It would seem 
logical also to insure against loss of its 
most valuable asset, the brain power 


that manages these things. Dun & 
Bradstreet points out that 80% of busi- 
ness failures are due to changes in man- 
agement. Deaths of key men cause 
more such changes than any other single 
factor. 





Business and Tax Insurance 
Conference at U. of Ill. 


Some 60 leading life agents from all 
quarters of Illinois took part in the busi- 
ness and tax insurance conference con- 
ducted at University of Illinois for three 
days last week. The sponsors were the 
Illinois Assn. of Life Underwriters and 
the business management service of the 
university’s college of commerce and 
business administration. Prof. Robert 
I. Mehr, head of the university’s insur- 
ance department, was chairman. Ray 
Martin, educational chairman of the state 
association and Champaign general 
agent of Home Life of New York, and 
E. P. Strong, director of the business 
eeeeeyenent service gave introductory 
talks. 


Speakers on Program 


E. R. Dillavou, professor of business 
law at U. of I., spoke on “Accounting 
Fundamentals of Importance to the Life 
Insurance Man.” J. H. Overbeck, Jr., 
of Millett, Lewis & Ross, Chicago attor- 
neys, gave two lectures on “Sole Pro- 
prietorship,” discussing fundamentals 
and insurance to solve the problem, and 
in an evening session conducted a ques- 
tion-and-answer period. Milton Elrod, 
Jr., of Elrod & Girk, Indianapolis attor- 
neys, gave four lectures, on “Partner- 
ship—Sales Opportunities—Fundamen- 
tals—Cases;” “Corporations—Fundamen- 
tals—Stock Liquidation—Cases;” “Part- 
nership-Corporation Agreements—Me- 
chanics and Procedure,” and “Key-Man 
Insurance—Pension Plans.” He also 
conducted an evening question-and- 
answer session. 

Robert Girk, of Elrod & Girk, the 
third day lectured on the 1948 revenue 
act, conducting a discussion of the in- 
come tax and gift tax and use of life 
insurance in a gift program; on “Estate 
Tax Changes Under the 1948 Revenue 
Act,” and “Sales Approaches Under the 
New Law,” with a discussion of estate 
planning cases, how to compute death 


costs, and use of life insurance in solv- 
ing estate problems. 

B. F. Bills, head of Bills & Associates, 
Chicago, spoke at the concluding ban- 
quet on “A Selling Approach to the 
Life Insurance Contract.” 


To Hold 12 More Forums 


Connecticut Mutual will hold a series 
of twelve advanced underwriting forums, 
the first of which will be Sept. 2-3 in 
Rochester, N. Y., others being in Bos- 
ton, Houston, Atlanta, Philadelphia, 
New York, Kansas City, Chicago, Co- 
lumbus, Los Angeles, San Francisco 
and Portland, Ore. This is the third 
series of such forums. 

The meetings will be conducted by 
E. A. Starr, assistant superintendent of 
agencies, Lelia Thompson, counsel, and 
Robert Proctor, agency assistant, and 
are being held for discussion of various 
forms of business insurance, estate 
planning and taxation with particular 
emphasis on the changes brought about 
by the 1948 revenue act. 


Hickenlooper Honored 


Harold J. Hickenlooper, San Fran- 
cisco, was inducted into Beneficial Life’s 
Multi-Millionaire Club at a dinner at- 
tended by 61 friends and company offi- 
cials. George J. Cannon, executive vice- 
president, presented Mr. and Mrs. Hick- 
enlooper gold engraved watches bearing 
diamond set emblems of a beehive, the 
company’s symbol. Mr. Hickenlooper 
was also presented his national qualit 
award. He recently passed his CL.U. 
examinations. He has written and kept 
on the books more than $2 million of in- 
surance since joining the company in 
1939. 


Indianapolis Club Elects 

I. A. Weaver, Secured Casualty, has 
been elected president of Indianapolis 
A. & H. Club. He succeeds M. E. 
Noblet, North American Accident. 

Charles Ray, Hoosier Casualty, is 
vice-president, and Wendell Taylor, 
Taylor Publishing Co., secretary-treas- 
urer. New executive committee mem- 
bers are Maurice Donnelly, Indiana 
Travelers; O. E. Hutchins, North Amer- 
ican Accident, and Robert Swaim, Mu- 
tual Benefit H. & A. 


PROFITABLE AGENCY OPENINGS IN 
ILLINOIS - INDIANA - MINNESOTA 


Several splendid opportunities are available to men whe can 
qualify to represent us in the above territories. 


Here are some of the advantages: 


1. You work directly with 
headquarters—the home of- 
fice—no general agent to 
account to. 

. Larger commissions. 

. Close Company-Agency re- 
lationship. 


4. Flexible internal p oli cy— 
allowing the fullest personal 
cooperation in meeting un- 
usual situations. 

- A well financed company 
with an excellent reputa- 
tion. 
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List More 
N.A.L.U. Speakers 
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M.D.R.T. He will talk on “The Tele- 
phone Approach and Extra Policies.” 
Mr. Hayes was Penn Mutual’s lead- 
ing producer in 1947 with $1,663,598 on 
102 lives. His total in all companies was 
$1,967,318. He was in Travelers cash- 
ier’s department in Charlotte, N. C, 
Hartford, and New York City before 
going with Connecticut General in New 
York City as agent in 1934. In 1945, 
after returning from the armed forces, 
Mr. Hayes joined Penn Mutual’s Purser 
agency in New York City. He is a direc- 
tor of the New York City association. 
His topic will be, “Are You Pioneer- 
ing?” 
McFarlane Is Mining Graduate 


Mr. McFarlane entered insurance with 
Aetna Life in 1925 after graduating 
from University of Colorado school of 
mines. He ‘has been a_ consistent 
‘M.D.R.T. member since 1941. He joined 
Northwestern Mutual in 1942. He is a 
C.L.U. and a past president of the 
Cleveland Life Underwriters Assn. He 
will discuss presentation and closing 
techniques. 

Last week’s issue carried the an- 
nouncement of E. W. Craig, president 
of National Life & Accident, and Gale 
F. Johnston, president of Mercantile- 
Commerce Bank & Trust Co. of St. 
Louis, as speakers at the first general 
session, and of the speakers on the 
national sales seminar. 


LOCAL COMMITTEES LISTED 


ST. LOUIS—Adam Rosenthal, Gen- 
eral American Life, is general chairman 
of the St. Louis convention committee. 
The local executive committee includes 
Ashley Papin, John Hancock; Joseph 
T. Peterson, Guardian Life; James C. 
Greene, Lincoln National; John H. 
Leaver, Mutual Benefit Life; Rex D. 
Jeffrey, and John T. Murphy, Metro- 
politan Life. 

Attendance is being handled by Her- 
bert A. Hedges, Equitable Life of Iowa, 
Kansas City, chairman for the Missouri 
association, while Glen A. McTaggart, 
Prudential, is the St. Louis chairman. 
Harry Greensfelder, Equitable Society, 
is in charge of entertainment; Nathan 
H. Burgheim, Northwestern Mutual, fi- 
nance committee chairman; Frank M. 
See, New England Mutual, hospitality 
chairman; Richard H. Bennett, General 
American Life, hotel reservation bureau; 
William King, Fidelity Mutual, in 
charge of president’s reception and 
ball; Horace R. Davis, Massachusetts 
Mutual, press and publicity chairman; 
S. Lester Ford, Equitable Life of Iowa, 
in charge of registration; John Buhr, 
Metropolitan Life, sergeant-at-arms, and 
Daniel W. Eschenbrenner, Connecticut 
Mutual Life, in charge of ticket sales. 

Mrs. F. Turner Munsell, wife of the 
New York Life manager, heads the 
committee in charge of the entertain- 
ment of women guests, and Mrs. Hil- 
dreth Butterfield, Mutual Life of New 
York, heads the women underwriters 
committee. 

John D. Moynahan, manager Metro- 
politan Life, Chicago, is the national 
program chairman, and Charles J. Cur- 
rie, Atlanta, is the National association’s 
convention attendance chairman. 

Advance requests for hotel reserva- 
tions indicate that the 1948 annual meet- 
ing of the N.A.L.U. should surpass all 

revious attendance records. The golden 
jubilee meeting at St. Louis in 1939 
also set a new all-time mark. 

The midyear meeting of the Missouri 
Life Underwriters Assn. will include a 
luncheon session at St. Louis, Wednes- 
day, Sept. 15. 


New Atlanta Officers 
New officers of Atlanta Life Managers 
Oe sre: = J. Ga, Fean aetae!, 
esident; A etro- 
Politan vice-president; and Louis Bates, 
ew York 


ife, secretary. 





Metropolitan Makes Three 
Managerial Changes 


Emmet J. Baney, former territorial 
supervisor for Metropolitan Life’s Penn 


. State territory, was appointed manager 


in Pittsburgh. He joined Metropolitan 
in 1925 as an agent in Philadelphia, be- 
came assistant manager in Philadelphia 
in 1927, field training instructor in 1935, 
and less than four years later field train- 
ing supervisor. In 1941 he was promoted 
to territorial field supervisor in Penn- 
sylvania. He is a graduate of Penn 
State College. 

J. Erwin Kitts, formerly manager of 
Metropolitan Life at Poughkeepsie, 
N. Y., was transferred to Buffalo, N. Y., 
succeeding Albert E. Thompson, who 
was transferred to Poughkeepsie. Join- 
ing the Metropolitan as an agent in 
Genesee, N. Y., in 1930, Mr. Kitts was 
promoted to assistant manager there 
in less than four years. In 1937 he was 
promoted to field training instructor in 
the former Great Eastern territory. He 
was appointed field training supervisor 
there in 1943. Less than a year later 
he was promoted to division supervisor. 
In 1947 he was appointed manager at 
Poughkeepsie. 


Mutual Benefit Ups Limits 


Increased insurance limits on _ lives 
ages 5-13 and for five year term insur- 
ance on lives ages 20-54 have been an- 
nounced by Mutual Benefit. In gen- 
eral, for insurance on ages 5-9 the new 
limit is $15,000, and ages 10-13, $30,000. 
Walter A. Reiter, vice-president and 
medical director, explained if the risk 
appears desirable, it may be considered 
for not more than double the above limit 
for attained age of proposed insured. 
Previous limits for this group of 
younger ages ranged from $5,000 age 5 
to $25,000 age 13. 

Limits for five year term insurance 
have been increased to $80,000 at age 
20, $100,000 at 21, $125,000 at 22-50, 
$120,000 at 51, $115,000 at 52, $110,000 at 
53, $105,000 at 54. Previous limits remain 
in force for ages 55-60. The old limits 
for applicants 20-54 ranged from $50,000 
to $100,000. The amounts for five year 
term insurance will not be doubled or 
otherwise increased. 


Louisville Tax Upheld 


LOUISVILE—The Kentucky court 
of appeals, the highest state court, has 
upheld the Louisville occupational tax 
ordinance, which calls for deduction of a 
1% license tax from payrolls of local 
workers, along with a 1% tax on net 
profits of local business and professions. 

The ordinance became effective July 
1, after which organized labor and busi- 
ness brought a test suit, contesting the 
constitutionality of the act and contend- 
ing that it is an income tax measure and 
not a license tax. The upper court, in 
upholding the lower court, held that it 
was a license tax, and was within the 
police powers of the city. 











Daniels Joins State Mutual 


Belden L. Daniels has been appointed 
associate general agent of State Mutual 
Life at Harrisburg, Pa. He formerly 
pier special agent there for Penn Mu- 
tual. 


AGENCY ORGANIZER 


Fred C. Adams, 
whose appointment 
as agency organizer 
of Columbus Mutual 
was reported in last 
week’s issue, has 
been in the life in- 
surance business 
since 1931, having 
been with table 
of Iowa and later 
with Illinois Bank- 
ers Life before join- 
ing Columbus Mu- 
tual. 











F. C. Adams 


Cites Main Points 
in New La. Code 
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tablished for the merger, rehabilitation, 
conversion, liquidation or dissolution oj 
an insurer. Heretofore mergers haye 
been accomplished under direction of the 
department but without any official stat. 
utory authority. 

In order to avoid a multiplicity of re. 
ceivership proceedings it is provided 
that the commissioner only has the ay. 
thority to institute any such action for 
a period of 60 days after any judgment 
creditor has had a judgment returne 
unsatisfied. ' 

Provisions were introduced permitting 
conversion of service insurers, industrial 
insurers and assessment and cooperative 
insurers to a type of insurer having 
greater insuring powers. 

There was no control over the licens- 
ing of agents previously. All that was 
needed was for an insurer to submit the 
name of a representative and pay a fee 
of $2. Now there are qualification and 
licensing requirements for all types of 
agents. These were patterned after the 
bills drafted by N.A.L.U. and National 
Assn. of Insurance Agents. However, 
all requirements for written examina- 
tions were eliminated. 
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merce,” and “Investments of Insurance 
Companies as Sources of Capital for 
Development of Industry and the Gen- 
eral Economy.” Group meetings will 
again be held that afternoon and the 
banquet is scheduled for that evening. 


Thursday Schedule 


At the Thursday morning general 
session, the addresses will be “How 
Can Close Cooperation and Assistance 
Be Obtained for the Development of In- 
surance Throughout the Western Hen- 
isphere?” and “The Recruiting, Training 
and Continued Education of Insurance 
Personnel.” There will be another group 
session that afternoon devoted to reports 
of the group chairmen and for action 
on new resolutions. 

The final general session will be held 
the morning of Oct. 29 and at that time 
invitations will be extended for hold- 
ing the third hemispheric conference, 
the permanent committee will be desig- 
nated and other closing business will 
be conducted. 


Observe 16th Anniversary 


The Hays & Bradstreet agency of 
New England Mutual Life, Los Angeles, 
held its 16th anniversary party at Pasa- 
dena. 

G. Nolan Bearden was presented the 
agency’s most valuable associates plaque. 
Ed Foss of the Orange county office 
won the perpetual golf trophy. : 

Wm. Eugene Hays, general agent in 
Boston, made a brief talk. He formerly 
was with the local agency as a member 
of the firm. 

Rolla R. Hays, Jr., pointed out that 





six members of the agency attained 


membership in the Million Dollar Round 
Table. He said that in the 16 years of 
the agency’s existence, after starting 
from scratch, $100. million of life in- 
surance has been placed. 





Assignment Is Upheld 


The Tennessee court of appeals has 
ruled that an assignment of a life policy, 
even though the assignee had no 1nsut- 
able interest, does not violate the_state 
law against wagering. The case, Ham- 
mers, admr., vs. Prudential, merely 
sought to determine whether the pro- 
ceeds should be paid to the insured’s 
estate or the assignee, the contending 
parties-——-—- — 
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too "Our Sea Bag burst its seams’”’ @ 


says Mrs. Harold W. Bauer 
Oak Harbor, Washington 





ice 

a “We stepped ‘ashore’ at Seattle, our few belongings making a small, egg- 

apital for = QQ shaped mass in the bottom of the sea-bag swinging lightly from Harold's 

the ~ , shoulder. | cradled seven-pound-nine-ounce John in my arms. 

ngs wi thro : : 

and the —_ This was our ‘home port’. 

- evening. Sof “Harold's first job as a ‘landlubber’ was salesman in a men’s hat store. Although 
a the $60.00 he earned weekly seemed like a bonanza | soon realized that he 

Leia was not completely happy in his work. Then, two years ago, the ‘decks cleared’ 

\ ssistance for Harold's choosing of a lifetime ‘hitch’ in a job he really wanted to do. 

_ = “He met Del Roberts (our General Agent) and was given the Organized Success 

Training aS Bond demonstration. Like a true son of the Navy, Harold quickly sized up the 

Insurance 4 situation and decided that he wanted action as a life insurance salesman. He 


yeneral 





her group 
got it! 


tO reports 
° “Harold's enthusiasm has never faltered and truly the old sea-bag burst its 
ll be held seams long ago. We own our home and John, our son, is growing up a healthy, 


8 peo happy boy surrounded by things which will make his childhood a memorable one. 


os ae “Best of all Harold's continuing success is 
ness will assured with the company's Organized 
Sales Plans. 


“It’s wonderfully smooth sailing on the 
‘good ship’ Minnesota Mutual. Come 
aboard, Mate!” 


Harold W. Bauer served three and a half years in 
the United States Navy during World War Il. He be- 
came a Mi ta Mutualite September, 10, 1946. 
ary In 1947 his paid volume of new business totaled 
¢ $610,436. Harold is a member of the "M" Club and 
ye 1 . Is receiving 8% of first year commissions in extra 
. . ‘ CLUB CREDITS as a quality award. Every application 
“ written is the direct result of his use of the Company's 
Organized Sales Plans—the plans used exclusively 
at by many Minnesota Mutualites. 
‘ty office 
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agent in 


formerly 
member ne tie MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


Saint Paul 1, Minnesota 
out that 


attained The Minnesota Mutual 


ir Round’ 


| 

l 
veut Life Insurance Company Y me 

] 

] 

] 
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1 want to know how Harold Baver does it. | may be interested. 
No obligation to me, of course. 





life in- Address 





SAINT PAUL 1, MINNESOTA 
City Zone State 





ntending 
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“Flowers for the Living... 


Peach that’s what Jim’s insurance provides. So many 
of our friends have been crowded into dreary little flats 

or been forced to adapt their lives to their children’s 
households. There will be no difficult adjustment for us— 
thanks to the thoughtful planning of a good and wise hus- 
band. Our roots are deep in this place . . . and here 
we will stay as long as either of us lives.” 


an a a 


Architect of human happiness—the life underwriter designs 
many an insurance plan which provides lifelong freedom 
from worry and want. What other profession could provide 
so unfailing a source of personal gratification, so strong an 


impetus toward future success? 


Fy 


& 


ETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 


Automobile Insurance Company 


Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





